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How Are Merchants Buying? 


HE exodus of shoe salesmen and their speed- 
ing on the paths of travel makes pertinent 
the query: How are the pacemakers faring? 

With those stops at Western 
Conventions the datings of most of the orders are for 


who made first 


immediate delivery. 

What does early season buying signify? Just this: 
a filling in of stocks so as to cover the range of popular 
demand. We said three weeks ago that the shoe 
merchants of America were one million pairs short 
for Spring. We have more than verified that state- 
ment in the West. 

Any clever pattern is salable no matter what color 
or design. Multiplicity of styles and variety of 
materials mean profits to merchants who venture 
skilfully. To follow the riot of colors in costumes 
with a fair run of delicate shades in leather and fine 
fabric is to be in position to profit greatly. 

The small-town merchant attending Western Con- 
ventions is buying shoes at prices most surprising to 
many big-city men. When you see a merchant ina 

community of one thousand buying shoes to sell at 
eighteen dollars you may marvel, but when you 
learn that he is selling down to the last pair you take 
off your hat to his business acumen. 

There is one point in traveling salesmanship that 
should be commented upon, and that is the amount of 
_money spent by some traveling men on entertainment 
of customers. When a salesman goes out spending 
his own money in general hospitality he is liable to 
neglect spending it where it would do the most good 
at home and also tucking it in the bank against the 
proverbial rainy day. Salesmen of shoes are generally 


acknowledged by hotel people as being the best spend- 
ers on the road. We can also say that many of the 
salesmen are amongst the most improvident of men 
who make their living by travel trade. 

The time has come for merchants to go lightly 
with hospitality paid for by the other fellow who 
must cover a wide territory and call on many mer- 
chants. 
their own expenditures for hospitality. 

When a man also distributes quarter tips to every 
bell boy and porter does he think that five dollars 
must work one whole year at five per cent to make that 
much money? We emphasize these things because 
they are pertinent to buying and selling and to orders 
taken in early season. Be reasonable and the spirit 
of true hospitality will not be abused. 

Now on styles: if it is real novelties that you are 
buying, and you are clever enough to suggest a new 
pattern line or new combination, get the most out 
of it early in the season and then get out and get 
under. If it is a fairly established number, do not 
expect the salesman to alter tips and heels and tops 
on a standard type of shoe. Sample alterations have 
done more to spoil good styles than any other buying 
evil. Take it for surety that big factory organizations 
are not sending out sets of samples which show bad 
form in pattern or material, for you know that many 
minds have worked on the samples and have weighed 
every point. 

The shoe buyer today is responsible for style 
changes for he is a far more original man than he 
ever was before, but he is also affected by freakish 
spells and sometimes plunges because he feels the 
pride of creation. Judge wisely by the self-imposed 
axiom: Will it sell, and then, How Jong? 


Salesmen themselves must be reasonable in 
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STYLE TREND AS SEEN IN PARIS OPENINGS 

















High laced boot of 
black patent leather 
with perforated trim 
of cuff, front stay and 
tip. An interesting 
feature is seen in the 
wide-shaped piece of 
the patent leather 
which replaces back 
stay. 











House shoe in tan- 
colored suede and 
brown glazed leather. 
Top of shoe is out- 
lined with skunk. 
Anklet of brown satin 
ribbon bowed at front. 
The heel and toe are 
of the leather. The top 
is of the suede. 








Street boot by Augus- 
tin Remy et Millet, 
Paris, with patent 
vamp and fabric top. 
A new pattern antici- 
pated in the ‘“Re- 
corder’’ March 3d ina 
style designed for R. 
H. Macy § Co., New 
York. By courtesy of 
Le Moniteur de la 
Cordonnerie. 























“ Dominant Costume Colors and Their 


Effects on Shoe Styles 





Paris, March 1, 1917. 

The Paris openings show that designers are 
making an effort to increase somewhat the 
length of skirts. No radical change is to be 
attempted but little by little skirts that are 
from two to three inches longer are being offered. 
Skirts of ankle length or from an inch to two 
inches above are still being worn with the tailor 
suits. Evening gowns are still made with short 
draped skirts and with long trains. 

The dominant colors for street wear are tan, 
gray and cream with old rose. Combinations of 
tan and rose and of black with pastel blue are 
excellent. This, however, does not affect shoe 
styles, as shoes for the most part shown with the 
tailor mades worn by the mannequins were in 
black or tan buckskin, though several models in 
fabrics, laced boots with all over embroidery in 
neutral tone were also noted. 

While the scarcity of leather is an important 
factor the style element of fabric is receiving 
emphasis as is shown by the fact that fabric 
boots are strongly indicated for Spring wear in 
Paris. Both broadcloth and satin in beige, tan 
and golden brown are used. Cotton fabrics are 
also indicated. Many of the fabric boots show 
an all-over chain stitch embroidery in self tone. 
Others show eyelet embroidery. Many of the 
satin boots are perfectly plain. 

Short vamps generally are used in the novelty 
fabric boot. Often the vamp is nothing more 
than a short tip which extends in narrow points 
around the sides. 
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AND ITS BEARING ON AMERICAN FOOTWEAR 


Important Analysis of New Paris LEUDECUREAEGLOCEEOGOOEUCEOCECLOOULOGEROGQGCEOERCOEREGORCOOEQOREEOERES 











Footwear for Spring and Summer 





Boots in one color seem to threaten the popu- 
larity of the two-colored boot. Colored shoes 
take precedence over black and are worn chiefly 
in one of the several neutral tones mentioned. 

For later Spring wear models are being shown 
in strap slippers for street use. Few if any 
Colonial or tongued pumps are noted. The 
vogue seems to be entirely for the low cut, 
novelty strap slipper. The sandal slipper, that 
is to say, a slipper with toe and heel separated 
or the slipper with open sides is much in evi- 
dence. These slippers are worn both for the 
street and for the house. They are made with 
Louis heels in black or tan colored buckskin 
and are laced with matching satin ribbons. 

Contrasting slippers are now being worn with 
evening gowns. Many of the new models are 
made in brilliant-colored satin or metal brocades, 
such as peacock blue run with gold, turquoise 
blue with gold, or emerald green. These slippers 
are worn indiscriminately with white or black, or 
colored gowns. All white brocaded slippers are 
also noted and are frequently worn with colored 
gowns. The laced or strapped slipper figures 
conspicuously. When toe ornaments are used 
they are small, but are elaborately jewelled. 
Flat plaques of jet in square or rectangular 
shape ornamented with rhinestones at the 
corners are occasionally seen used on slippers in 
white satin brocades. 

Heels generally for both house and street 
styles are less high. The Cuban and the Louis 
are used on the street models, the high Louis 
XVth alone on evening slippers. 











Novelty high fabric 
button boot. Model is 
made in brown satin 
and is trimmed with 
velvet of darker tone. 
The pointed cuff is of 
the velvet. The buttons 
are of white carved 
bone. 











Laced boot in butter- 
color suede. A Yan- 
torny model featuring 
loops worked in silk 
on the outside of the 
shoe replacing eyelets. 
The lacings are of 
double silk tape, are 
flat and are 1-4 inch 
wide. The loops are 
of the same width. 











High button boot 
in white buckskin, 
trimmed with black kid 
and stitched in black. 
The buttons are of 
white bone. 
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that the specialty shoe store should 
employ one man to write all adver. 


and touching nothing else. A good 
window trimmer can hardly be 
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A SPRING display setting both 
‘ simple and beautiful in Number 
One. 

Two simple trellis panels made of 
narrow cardboard strips tacked on 
the back of wooden frames covered 
with woodbark paper are used verti- 
cally in either corner of the display. 
These are turned a trifle sideways 
cutting off a little of each corner of 
the window and showing some space 
through the open work. 

Attractive dogwood sprays are 
worked in through this trellis and 
brought up to the top of the win- 
dow extending toward the center 
over the scenic panel. This scenic 
panel is painted upon canvas and 
tacked to wooden strips to hold it 


flat against the background. Number Two tom, and green background, attrac- 


A violet colored velour curtain is draped behind the scenic 
panel and comes about six inches from the floor. 

A small plateau is placed at the foot of each of the vertical 
panels. These plateaus are painted with white cold-water 
paint. 

A background of this type is unusually adaptable to a dis- 
play of shoes because of its color combination and arrangement. 

Light shoes show in good contrast against the violet velour. 





Number ONE 





Dark shoes show to advantage 
both upon the low plateaus and 
against the trellis background. 

The scenic panel at the top fills 
that space which is usually vacant 
in ashoe window because it is above 
the display line of shoes. 

The Louisville Walkover Boot & 
Shoe Shop had a very attractive 
Spring window display during the big 
Spring opening week in Louisville, 
March 5, in which most of the de- 
partment stores and leading ladies’ 
furnishers tried to outdo one another. 
The right-hand window (Number 
Two) was trimmed for women, while 
the left window (Number Three) was 
used for men’s shoes. The men’s 
window had a green and white bot- 





tively draped velvets, etc., and a large mass of Spring flowers 
suspended from above. The women’s window was a duplicate 
in make-up, only the color scheme was blue and white,’ set 
off with red velvet. The flowers were of paper, and were of 
pink, white and yellow, with green foliage. Latest styles in 
shoes and low cuts for women and men were tastefully arranged, 
and the windows were so bright that they attracted a good deal 
of attention. The windows were arranged by Charles O. 
Grimsley. 
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beaten, if he has a fair knowledge 
of what constitutes advertising copy 
for newspaper work. The window 
trimmer has access to every shoe in 
the house, a better knowledge of the 
stock, the new things coming, what 


to push, etc. 


— 


Ideas For Better 
Seasonable Cards 











Show Card Designing 


A suggestion for expanding the service obtainable from the 
“‘Recorder’s”” weekly shoe cut service is to use these cuts in 
preparing window cards as well as newspaper advertising. 
This linking up of two features ‘of your publicity makes for 
economy as well as effectiveness, and more appropriate illustra- 
tions for show cards would be hard to imagine. 

Some ideas for the use of these cuts is shown on this’ page. 
While the cuts are at your printer’s, send down some card stock, 
either in white or color, to be cut to size, and have him imprint 
the illustrations in places which you should mark, and in colors 
to be specified by you. The color in which these illustrations 
are printed should be in contrast to the color of your lettering 
to be done later. For suggestions as to color combinations, 
see the “Recorder” of January 20th, page 31. 


The execution of these cards is a simple matter as the main 
decoration is taken care of. Supplementary decoration may be 
put in as needed, such as borders or geometrical touches of 
color—a feature exactly in line with current designs in Spring 
and Summer costumes. Avoid overcrowding and over-decora- 
tion; keep the cards readable always, for they must stand the 
test of immediate readability from the sidewalk. 

In preparing “copy,” capitalize current local topics and 
phrases on the street and in the newspapers. The card writer 
whose product is thoroughly human will achieve a greater 
degree of success than he whose language is stiff, or high flown, 
or clumsy. Cultivate business English;. it is the basis of suc- 
cessful card writing. 
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H. B. Emley, one of the Western 
representatives of Hazen B. Goodrich & 
Co. of Haverhill, also carries in connec- 
tion with the Goodrich line the Bradley 
Shoe Co. line of novelty boots and slip- 
pers, Jas. C. Bartlett’s boudoirs, Mrs. 
A. R. King’s Inc. line, and several other 
short lines of novelties, such as Pullman 
slippers, spats, moccasins, bows, and 
fancy laces. Mr. Emley’s present head- 
quarters are in the Nassau Bldg., Denver, 
Colo., but he may eventually establish 
himself in Boston, so as to be nearer the 





H. B. EMLEY 


Selling Western Trade for Hazen B. 
Goodrich & Co., and Others 


market. He covers Colorado, Wyoming, 
Montana, Idaho, Utah, Oregon, Wash- 
ington and California. 


Northwestern News 


The Northwestern National Shoe Trav- 
elers at a special meeting elected George 
J. Nichols as secretary to fill the unex- 
pired term of Ben C. Davis, who re- 
signed, on account of removal to Chicago. 
Mr. Nichols is well known as representing 
the Pingree Company of Detroit in the 
Northwest and one of the charter mem- 
bers of the Northwestern. 

The annual picnic of the Northwestern 
will occur on July 12, next at Wildwood, 
White Bear Lake, Minn. A general com- 
mittee as follows has been appointed by 
President Sanders: Max Ellenstein, G. 
Simpson, E. L. Fuller; Transportation 
committee F. T. Dexter and W. F. En- 
right; Badges, Elmer York and Fred 
Snyder; Invitations committee, Oscar 


Gronval, H. B. Patterson and J. J. 
Hoban; Publicity committee, F. T. Dex- 
ter, George J. Nichols and M. W. Nor- 
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vell; Athletics, J. W. Bates, William 
Johnson and L. Laurie; Refreshments 
committee: Eric Anderson, C. E. Dawley, 
Henry Thorson; Finance committee, B. 
J. Mense. 

Finances have already been raised for 
the expense of the picnic by a series of 
dances and the association funds will not 
be used for the purpose. 


Selling Western Line 


If a knowledge of conditions gained 
at close range is a factor in success, then 





W. H. BYRNES 


Selling for Nunn and Bush Shoe Co. in 
New England 


the Boston residence of W. H. Byrnes is 
an additional advantage in covering the 
New England states for Nunn and Bush 
Shoe Co. of Milwaukee. Mr. Byrnes 
relates just as an incident of business, 
his selling to retail merchants in one week 
in Boston and vicinity something over 
$10,000 worth of shoes, averaging over 
$4.25 a pair. 


Chicago Bates Boys Convene 

The week of March 3rd, A. J. Bates 
Co. held their annual Spring convention 
at the Palmer House, Chicago. It is 
their custom to have all the salesmen 
convene in the Spring and at the factory 
in the Fall. There were twenty-four 
salesmen present. All received their new 
lines and were addressed by E. A. Bates, 
President, F. I. Sears, Vice-President, W. 
A. Taylor, Secretary, and also C. E. 
Kirk, manager of the in-stock department 
at Chicago, who, by the way, has a name 
as a baseball payer in the shoe and leather 
club. A banquet was tendered all the 
boys at the Hotel La Salle Friday 
evening. 
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The Traveling Shoe Salesman +¢« + ¢ 


‘“‘Passed—and with a mark pretty close 
to 100,” said H. N. Lape, sales manager 
of The Julian & Kokenge Co., Cincinnati, 
in speaking to H. R. Harner, of Colum- 
bus, O., recently. Hr. Harner had just 
finished his “course” in the training 
school for salesmen conducted in the 
Queen City by the “Fit the Arch’ folks, 
and was pronounced ready and fit to 
cover the state of Michigan on behalf 
of J & K. 

Mr. Harner comes to The Julian & 
Kokenge Co. from the C. & E. Shoe Co., 





H. R. HARNER 
Covering Michigan for “J & K”’ 


of Columbus, for whom he has traveled 
the Wolverine state for several years. 
He is young, progressive, alert and alive— 
no grass of any variety has ever been 
known to grow under his feet. There- 
fore it is assumed that he will fit in with 
the forward-moving J & K organization. 

Mr. Harner succeeds C. D. Wilson, 
who covered Michigan, for The Julian & 
Kokenge Co. for a number of years. He 
has found no trouble in changing from a 
medium-priced line to the high-grade 
line made by the Cincinnati concern 
and according to those who know him 
best will convert his knowledge and his 
enthusiasm into orders that will make the 
folks in the office put on their spectacles 
in order to believe that what they have 
read is true. 


Watching Trade Conditions 


W. S. Cruickshank, sales manager for 
Cass & Daley Shoe Co., Salem, starts 
the latter part of the month on a trip 
across country to observe trade condi- 
tions. 
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How I Became a Shoe Buyer 


By SEYMOUR BAMBERGER 


Editor’s Note: The personal stories of successful shoe buyers are inspirational to retail salesmen and merchants alike. The incidents 
become object-lessons of things to do and things to avoid, and this article is one of a series of unusual interest. 


HE “school of hard knocks’ turns out more 

successful business men than all the uni- 

versities in existence. At least, that is 

my opinion, andI have seen it demon- 
strated many times. While a “book education” 
is always desirable, if I were asked to name the 
most important qualifications of a successful shoe 
buyer I would put perseverance first, judgment of 
human nature second, and knowledge of merchandise 
third. They are all absolutely necessary, but the 
man who has perseverance will generally acquire the 
other qualities. 

I learned perseverance by work- 
ing about twelve hours a day in 
a Baltimore retail store, for which 
I was paid $2 a week. In those 
days there were no child labor 
laws, which accounts for my going 
to work .at fourteen years of 
age. 

My father was in the mercan- 
tile business’ in Baltimore for 
many ‘years and up to the time 
he met with reverses I clerked in 
his store on Saturdays and after 
school. But it was my mother 
who gave me my first training in 
the shoe business. She ran a 
small store for a time and was 
fairly successful. The experience 
I gained there has been invalu- 
able to me since, because I had 
an opportunity to learn every 
detail of the business. 


Duties at $2.00 Weekly 


When I had to go to work and help support the 
family a man who formerly clerked for my father 
gave me my first job. We lived three miles from the 
store and I had to walk the entire distance to be there 
at 7 A.M. The store kept open until 10 o'clock at 
night and I nearly always walked home after that. 

Among the various duties that taught me per- 
severance was the daily task of sweeping the store, 
which was two hundred feet deep. In addition to 
that I tended the furnace, had charge of the stock 
room and during odd moments measured India linen 





SEYMOUR BAMBERGER 


Shoe Division Manager and Buyer, 
Mandel Bros., Chicago 


remnants. It was hard work, but it developed me 
physically and that has been a great benefit ever 
since. 

‘I worked in that store a year at $2 a week. Then I 
got a job as salesman in the upholstery division of a 
department -store at $4 a week. On Saturdays I 
helped out in the shoe department and it wasn’t 
long before I was made the second salesman in that 
branch. 

At the time I was promoted nothing was said about 
increasing my pay, so I went to the proprietor and 
told him I felt that I was worth 
more than $4 a week. . 


“We know you are entitled to 
a raise; he said, “but it is 
against the firm’s policy to in- 
crease salaries during the Sum- 
mer. Yot will get more pay this 
Fall. In fact, we will double your 
wages at that time.” 


Got Job as Shoe Salesman 


I kept on working, but decided 
to look out for a- better paying 
position. About a month later I 
was offered a job as salesman 
with a retail shoe firm, and al- 
though the salary was less than 
I would have received in the Fall 
I made the change. 

I remained with that firm for fif- 
teen years and worked my way up 
from salesman to bookkeeper, 
then cashier, and later I became 
manager. Finally the oppor- 
tunity came to buy an interest in the business, 
and I became part owner. We had a good trade 
that was constantly increasing, and my share of 
the profits was considerable but the call of New York 
was strong, and I decided to go there if the right 
opportunity came. 


Becomes Manager and Buyer 


Finally the chance came, and I made applica- 
tion for a position as manager and buyer of a big shoe 
store. I met the managing director and was offered 
considerably less than I asked, but after some ar- 


‘‘Never were there such good times as now for the shoe merchant; never has business been so good. 

“The good times with their good profits will continue, and it behooves every live man to be wise and not leave his 
profits on the shelves. Get your money out of the goods while the going is good. Be wise, get rid of any old stock at 
any price, and do not overbuy; better be safe than sorry, and see that you get enough profit on the selling price to 
take care of all reductions that you must make.’’—Seymour Bamberger. 








48 BOOT AND 


guing he agreed to pay me my price, and I left with a 
contract for a year. 

I went into their employ as enthusiastic as any 
man could be. For months I was in that establish- 
ment at 7.30 A.M. and, with the exception of a quick 
lunch, and hurried dinner, did not leave until 10 at 
night on an average of four nights a week. 

I increased the sales by half, decreased the stock 
one-third, and believed I had made a profit, and yet 
at the expiration of my contract was told I had not 
made any money. 

A Test of Determination 

I was astonished at such a statement, but I detest 
a quitter, so determined that I would make such a 
record the following year that they would come to 
me of their own free will and say, ‘““Well done.”” The 
business flourished, more space was added, more 
salespeople were hired, and the first year’s record was 
eclipsed. I felt proud of the results but when my 
contract expired I was again informed that the busi- 
ness did not show a profit. 


Worked Out Original Plan 

I didn’t express what I thought. Instead I racked 
my brain to devise ways énd means to formulate a new 
plan. Having initiative and the confidence of the 
manufacturers, I mapped out an advertising cam- 
paign to extend over a period of one or more years, 
the manufacturers to stand the expenses of the cam- 
paign, under my direction, and I convinced them 
that this would increase their business wonderfully, 
as other department store managers would follow 
my lead. The results were an increased business 
both for my department and the manufacturers. 

I had accomplished an unusual thing, and ex- 
pected my employers to do the right thing. I. re- 
ceived a small increase, and a short time later, when 
I was ill for a month, they deducted my salary for the 
time I was away. 

On my return, I protested vigorously at their ac- 
tion, and was politely informed that my contract 
specified for ‘‘services rendered.” Then and there I 
made a mental resolution that somewhere in this 
broad land there must be some merchants of a dif- 
ferent type who wanted the services of a buyer. 

At the expiration of my third year with the New 
York firm, I received an offer from Mandel Brothers 
of Chicago, to become manager and buyer of their 
shoe department. 


Refused to Accept Loan 

While I was buyer for the New York firm, my wife 
became seriously ill. During her convalescence a 
certain manufacturer’s representative from whom I 
had purchased thousands of dollars worth of goods 
said to me: “Your wife’s illness must be expensive. 
I wish you would let me loan you $500. You need 
not repay it.” 

It was a bold bid for my good will. I not only re- 
tused the proposition, but never purchased a penny 
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from them afterwards. There are many such tempta- 
ions thrown in the paths of buyers, and it requires 
a certain amount of moral courage to withstand them. 


Able Salespeople Essential 

Much of the success of any buyer depends upon the 
co-operation of his assistants. That is where judg- 
meat of human nature plays an important part. The 
selection of competent salespeople is essential, be- 
cause the result of their effort is largely responsible 
for the buyer’s success. 

After all; perseverance, judgment of human nature 
and knowledge of merchandise are the most essential 
qualifications. 

The following lines have always been an inspiration 
to me and I commend them to all merchants. 

Genius, that power which dazzles mortal eyes, 

Is oft but perseverance in disguise, 

Continuous effort, of itself, implies, 

In spite of countless falls, the power to rise. 

*Twixt failure and success the point’s so fine 

Men sometimes know not when they touch the line. 

Just when the Pearl was waiting one more plunge 

How many a struggler has thrown up the sponge; 

As the tide goes clear out, it comes clear in; 

In business ’tis at turns and wisest win. 

And oh, how true, when shades of doubt dismay, 

‘“°*Tis often darkest just before the day.” 

A little more persistence, courage, vim, 

Success will dawn o’er fortune’s cloudy rim. 

Then take this honey for the bitterest cup, 

There is no failure, save in giving up,— 

No real fall as long as one still tries, 

For seeming setbacks make the strong man wise. 

There’s no defeat, in truth, save from within, 

Unless you’re beaten there, you’re bound to win. 


A Real Water-Proof Shoe 


“One of our old time manufacturers in speaking of 
water-proof shoes,” says E. W. Perkins of J. E. 
French & Company, Rockland, Mass., “‘said that the 
only real water-proof shoe he knew was a _ horse 
shoe. Now, there is a glint of truth as well as humor 
in that remark. Nevertheless, we made a pair of 
men’s leather shoes at our factory not long ago which 
were really waterproof. These were sporting boots 
of 12 inch pattern. The tops and uppers were made 
of heavy Shrewsbury grain tan leather and the soles 
of the most solid sole leather we could procure. All 
the seams were filled with hot pitch, and left to 
thoroughly dry, first having received the most careful 
attention in every detail of stitching. These boots 
were made on a special order and we took our time 
in putting them together. They cost us about $15 
and that too, at former prices. The man for whom 


they were made has used them on several fishing trips 
where he waded in streams nearly up to the tops of 
the boots, and he tells us that they fill the bill as 
water-proof footwear.” 
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Bigger Sales Through Better Windows 


Ideas for Window Men Everywhere in What Other Stores Are Doing 
from Week to Week 


OTHING is more practical from an effective 

publicity standpoint than a good sign, one 
[) that catches the eye by its quaintness or 

humor, yet at the same time drives home 
some good point in connection with the shoe or the 
firm. Hess, Washington, D. C., exemplified this in 
his display of men’s shoes recently. In the first 
place they attracted attention to their window by 
the riot of color 


therein, which deal 





re beauties. EGE/”Z, 
caused all who — om 2 Lizz 
. EASTER 
passed to glance e wa 
involuntarily in 


that direction. 
The floor was cov- 
ered with alternate 
lengths of red and 
green plush, and 
the background 
massed with arti- 
ficial maple leaves 
in purple and gold. 
Common sense 
walking shoes for 
men, in black and 
tan, were featured, 
a number of models 
being shown, and 
mingled with them 
were catchy signs. 
' Broad toed walking shoes for broad-minded 
people. We count your confidence as part 
of our capital. You will compliment your- 
self if you will give us an opportunity to 
demonstrate our ability to fit your foot 
with stylish footwear. 


Snellenburg Uses Wax Model 


N. Snellenburg & Co., Philadelphia, showed a very 
attractive window in subdued tones, the floor being 
covered with mustard hued felt with a border formed 
by billows of brick colored velvet; while the walls 
were pannelled in pearl gray brocade. In a carved, 
high back chair in the foreground was seated a young 
woman in sage green, trimmed in gray fur, inspecting 
a bronze walking boot which she was trying on. On 
a small table at her side were several very high walking 
~ boots of different shades, with silk hose to match. 
At the opposite side of the window was a long low 
bench, drapped with a garland of autumn leaves, 
which trailed off on to the floor, on which were ranged 
a half dozen pairs of two color shoes, some with 
cloth tops, and others of soft leather. 





“The Flowers that Bloom in the Spring” 


Chic Afternoon Footwear 


F. & R. Lazarus & Co., Columbus, Ohio, is another 
progressive firm that realizes that nothing attracts 
quite so well as life or its simulation, so have used a 
wax model to call attention to their afternoon dress 
shoes. The background was of soft silver gray, 
hung with filmy festoons of midnight blue crepe, 
over which were draped ropes of poinsettas and 

green foliage—a 

color scheme that 
was bright without 

being gaudy. A. 

rug of gray to 

match the back- 
ground covered the 
floor. Standing in 

the center was a 

young woman in 

copper colored 
crepe meteor with 
long beaver scarf 
and picture hat of 
black velvet. The 
dress was_ short 
_ and revealed a pair 
of smart taupe 
suede shoes, with 
plated Louis heels. 

At one side was 

a polished rose- 
wood table on which, set in glass standards 
were half a dozen pair of smart gray suede 
shoes, some plain, some with patent leather 
vamps. Thrown across several of the shoes were 
long silken hose a sky blue, and on the table 
were carelessly laid a black leather pocket book and 
pair of long white kid gloves. A mahogany stand 
at the other side of the window held a similar col- 
lection of suede shoes and silken hose, as well as a 
cane umbrella of green silk, a gold mesh bag, an 
enamelled vanity case, a coral necklace, and a pair of 
white kid gloves. These dainty accessories to the 
walking clothes of every smartly gowned woman did 
much to associate in the minds of the feminine on- 
lookers the high quality of the walking shoes displayed. 


—— 


BLOSS’ OMS 


Colorful Background for Men’s Shoes 


The Florsheim Shoe Co., Cincinnati, O., revelled 
in purple and gold and this brilliant combination 
attracted the attention of all passers-by. The back- 
ground was hung with sweeping folds of purple velvet, 
and stands at either end were draped with golden 
hued plush. Against the upper part of the curtains 











The word ‘‘Mat’’ is the short for Matrix and a 
matrix is as different from a ‘“‘cut”’ as black is from 
white—it is the papier mache mould from which 
the stereotype that is used by the advertiser is cast 
by the newspaper in which his advertisement ap- 
pears. And the surface of a stereotype can never 
give as clean and sharp and clear an imprint as the 
original zinc or electrotype from which the “‘mat”’ 
was first produced. ‘“Recorder’’ cuts at 25 cents each 
are electrotypes—not mats. 

















For Easter 


Going to “chance it” again with that 
old pair of shoes on Easter day this year? 
Remember how funny you felt when she 
asked you why? Shoes can make or mar 
a man’s whole appearance at the season’s 
opening. 

Dress-up button shoes with patent 
leather vamps and dull calf tops are 
ready for the Easter man. Stylish and 
smart and correct at $7.00 a pair. 





Insert Your Store Name Here 

















No. 246. 25e. 





Editorial 


For Your Store 





If it is too late now to correct 
the unintentional mistakes of 
yesterday, it is never too late to 
avoid making them a second time. 
And Wisdom whispers gently 
that we should turn our errors to 
profit by making them stepping 
stones to a better tomorrow. 


Our careful and _ well-or- 
dered plan of advancement 
in the service of this store is 
working out successfully, sure- 
ly, efficiently. Its scope is 
broad. The goal is still far 
But with 
eyes fixed steadfastly ahead 


in the distance. 


we shall not falter on the way. 


Tell us our faults as you see 
them, that we may avoid making 
Do not 
hesitate in coming forward or 


mistakes a second time. 


we shall go backward. “It is 


never too late to learn.” 




















No. 245, 25e. 


For Today! 


The Shoe of the Day is ready here 
for the man of the hour everywhere! 
And it’s as good as it looks—true blue 
through and through. The Shoe for you 
economical men who like to make money 
go far. 

For business, dress and sports. No 
disappointment lurks in the hidden parts 
of the making. At $6.00 a pair they 
wear! And they’re just as comfortable 
as the old shoes that you’ve worn so long. 





InsertYour Store Name Here 

















No. 247, 25c. 


Be Sure to REMIT WITH ORDER to Avoid Delay 
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A “Cut” is either a zine or copper plate which, if 
made on honor, will give a sharp, clear, clean im- 
pression when used for advertising in the news- 
papers or elsewhere. Unless diligence, experience 
and skill are exercised in the making it will prove 
disappointing in results. ‘‘Boot and Shoe Recorder”’ 
euts are examples of the engravers’ highest skill— 


the impression they give in your advertising will be 
as clear as crystal! 

















No. 248, 25c. 


OTE please the trim lines of 
N grace and simplicity in the 
pumps in the picture—pumps of 
dignified distinction and the 
Spring vogue for smartly dressed 
women everywhere. 


Observe also the refinement of 
the lasts on which .they were 
made. Then please ask yourself 
frankly if $6.00 is not a very 
modest price to pay for them. 

















No. 249, 25e. 


Easter Preparedness 


Easter and fine footwear are inseparable and that is why this store of true 
shoe service announces its preparedness with Spring Styles that rise to the 
highest point of efficiency—styles expressive of refinement and which dis- 
tinguish a woman without attracting the wrong kind of attention. 

High shoes in chic novelty effects and white low shoes and pumps with 
buckles, or bows or just simply plain and elegant. Ideas without number in 
ideals of the day and the hour. From $7.50 upward a pair. 





Insert Your Store Name Here 








Shoe Store Salesmanship 


The A, B, C’s of Life 


A—AMBITION: Ambition in work is B—BUSY: “BUSY AS A BEE.” So we C—COURTESY: Much has been written 


one of the most important factors 
necessary to your success—striv- 
ing to do one’s best—climbing 
up the ladder rung by rung until 
we reach the top. Ambitious 
for happiness to do what’s right 
in the home, in the store or wher- 
ever you may be. Doing for 
others the little things that make 
life worth while. Making and 
holding friends. Ambitious to be 
always ready to learn. THIS 
IS THE BIGGEST “A” IN 
LIFE. 


pa! epee be, =< oe ewe and much has been said on the 
only apply ourselves rightly. There F 

would * no time for gossip, but subject of courtesy. You have 
great improvement in our de- read and listened to a great deal 
partments, not only in sales about this trait of character. Of 
amounts but also in appearances. prime importance in all walks 


Being busy means, reading ads 


and knowing what's what in and stations of life, nowhere is it 


your own line of merchandise, of greater moment or so closely 
and it never does any harm to and immediately associated with 
have some interest in the other results, as in the department 


departments. Not only in our 
own store, but the others as 
well. Chance seldom pays a 
dividend. The soft spots in a 
man’s life don’t just happen, 
they come as a result of being busy 
and economical. 


store. 


Accounts Cannot Be Opened for These Nominal Amounts 
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Doubling Our Capacity 


Never in the history of the felt industry has there been such a remarkable demand for fine felt foot- 
wear, and in order to adequately meet this demand we have found it necessary to double our capacity. 
Year after year our business has doubled—even trebled—as a tribute to the incomparable quality of “‘Cosy- 


Toes.” 

We are better prepared than any other concern in the world to supply you with styles that are in 
active demand—especially the crisp, novelty effects and the distinctive, becoming models. Clever effects 
for the children, dainty designs for misses and women, and attractive den models for men. — 

The STANDARD line enables you to offer your customers better values and the most handsome styles, and to absolutely 
guarantee them in every respect. 
You must see the line to arpreciate its characteristics. The STANDARD line is exclusively our own. No other felt manu- 


facturers can duplicate our creat:ons. 
Our many salesmen are now in different parts of the country—one is probabil. 


in your vicinity or will be in the near future. Wire or write us to have him ca 1. 


STANDARD FELT COMPANY 


General Offices and Factories, WEST ALHAMBRA, CAL., New York, Chicago, San Francisco 
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A Costume Footwear Window 


The notable address on window dis- 
plays made at the Toledo Convention 
links up with the development of cos- 
tume footwear first noted by the ‘“Re- 
corder.”” This new and big feature 
should be reflected in the windows with 
the opening of early Spring selling, and 
the suggestion illustrated brings into 
play the various elements of costume, 
hosiery and millinery if needed as a 
background and supplement to the 
newest novelties. Pointing the moral 
with appropriate window cards will 
result in unusual publicity and business. 























were festooned garlands of yellow leaves and white 
grapes. Against this rich background was a good 
selection of black, tan and patent leather shoes for 
men; some with the white heels which is one of this 
season’s vogues, with eyelets enamelled white to 
correspond with the leather or rubber heels. 


Shoes Amid Fruit and Flowers 


Potter’s, Cincinnati, O., had a very artistic display 
of shoes for girls and women, the background being 
hung with alternate panels of tapestry and bronze 
velvet. At the top of the window forming an arched 
roof, -was a large mirror tilted at such an angle that 
it reflected the display below. Near the top of the 
wall were a number of little birch bark baskets filled 
with gay hued autumn flowers, while between each 
basket was a dancing pump of black or white 
satin. 

Ranged along the front of the window, at the bottom 








i 


Manone 




















were a number of boxes containing several varieties 
of cactus plants in bloom. A pyramid, with shelves 
running around it, erected in the center, contained 
a good assortment of ball room footwear. On the 
bottom shelf were satin bows, fluffy pom poms and 
many -varieties of rhinestone buckles. The next 
shelf showed slippers of cloth of gold, white satin, and 
satin brocaded in silver. At the apex of the pyramid 
were a pair of very high walking shoes in dawn gray, 
the lower half laced, the upper half having a three 
inch flap which buttoned. Around these were grouped 
several pair of vari-colored shoes in white, combined 
with purple or green leather. On the floor at one 
side were hiking shoes of tan leather, low heels, stout 
soles, high laced; while a panel just behind them 
contained a number of slipper cases each containing 
a pair of very flexible slippers, so soft that they 
could be bent double. These bags were shown in 


cherry red, brown and black. 


What Does It Cost the lowa Shoe Merchant to Do Business? 


By ROBERT STURGEON, of Harris-Emery Co., Des Moines,.Iowa _ 
Address Before the Convention of the Iowa Retail Shoe Dealers’ Association 


Business men face facts not theories, so out of 
business has come a nation-wide questioning— 
National bodies of business men are asking not only 
why profits are dwindling in many lines, but, with 
conditions as they exist, how to stop this steady gain 
of expense upon selling prices which constantly 
threatens to narrow profits down to nothing. 

Never before has it been possible to obtain figures 
from American merchants, as they have jealously 
guarded “trade secrets.’’ It has been a blind race 


against rising expense with “‘the devil take the hind- 
most.” 

No magic figures should be expected, but just as 
all men are very close to the average man, so out of 
the investigation of many men’s efforts to do busi- 
ness at low expense and with high profit—merge 
reasonable standards for single expense items, and 
fair averages for the total expense of doing business 
in one line or another, above or below which the 
average dealer in that line is unwise to go. , 
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Just the “Candy ’”’ for Easter To You | 
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\ ) 
5 2358 = Black Vici ee: Ce gs. i's.c vice sa eniemcde dage Oe eres wee a ek ek ie Oe ee AS BIE eS Ballroom 8 $3.50 - 
p 2370 Cordovan Colored 7 ere re eer ere ere Pee red Shee ee ee Meteor 3 and 4 3.50 
| 2372 Nut Brown Blucher be OTTO On ee Ee ee ee TEN 3-4-5 3.50 | 
* 2357 Gun Metal i Bi OO a: asa casa eiaphier esse daa oceanic wae S598 Sal hc wea es ie we Ballroom 8 3.35 : 
2371 Nut Brown Calf * ? Red Fibre Sole and Heol. ..... 1. ccc ccc ccc ccc ccc cnc ee oe Rene 3 and 4 3.35 
| 2360 Glazed Horse Kid “ ~ ~ Re es Ee ree Oe Ape 4 and 5 3.15 | 
2362 Brown Vici Kid = - ” _ sc. iktain RAS aAa a GONE Ue ak: Balla ns 16 pimp a nie nck ee Crown 4 and 5 3.15 - 
> 1315 Brown Calf * Poe kee he ebG Se eee : 54 db wo ahaa a 4 2.75 
\ isis 0“ ‘ “e Bs Ruaig aan See ais dad cantetecee te 4and5 2.75 | 
a 2363 Gun Metal 57 = Fancy White Piped. .... . iu. enue led 0p 0a. hier 3 and 4 2.75 - 
+ 1281 bs - - e McKay Goodyear Stitch.......... 0 nin 16: © "6 gui sho my 6 a9 SO 8 2.75 , 
] 1314 Brown Calf ps Welt Red Fibre Sole and Heel...... aides ga ceraas ligne ares al 4 2.60 | 
“ 1307 és #0 se i POO EEO LIE ILE PEE ptatain hs haan areal ...Crown 4 and 5 2.60 - 
9 1305 Gun Metal Button es Te aa Oe SERRE EE Eke hee ; ey ere 4 and 5 2.60 
| 1309 “* es os OT as eknkhendieh tide eens 95 she la wm: oak Od oan ad 4 2.60 | 
. 1311 “ "7 pe oo Black Fibre Sole and Heel. eee eee er 4 2.50 - 
. 1275 Brown Blucher ” REI FEE Ae ae BT ee ....... Essex 5 2.50 i 
] 1280 Gun Metal ia zi o Pee ee RO ES Ay re ee ee ae eect 5 2.50 | 
‘1 1277 Brown es Red Fibre Sole and Heel...... Patel ee 4 2.35 - 
1278 Gun Metal 0 - Black Fibre Sole and Heel. ........... ie ead anne eae 4 2.25 3 
( 1254“ . . ©. siaaiatantasseadeenee ids peigttvcassaaenanee 4 2.25 \ 
sss lt“ ee i A thee SE, PERI I ee ee ET Te 5 2.25 - 
\ 1256 “ 7 Button - ih inken teeth paebeawhiwe weed Pee ee en ee 5 2.25 | 











1 TO ASSURE PRESENT PRICES, PLACE ORDERS FOR YOUR : 
4 FUTURE REQUIREMENTS NOW. SAMPLES SENT PROMPTLY 


( Stock ~ | 
No. 1278 : 











Stock 
No. 1315 






Stock 
No. 2357 





OVER 100 STYLES MEN’S UNION STAMP SHOES IN STOCK. ANY SIZES. ANY NUMBER OF PAIRS 


| Whitcomh Shoe Company | 


Haverhill, Mass. | 
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Knowing Versus Guessing — 


Cost standards enable the merchant. to match his 
disadvantages with advantages so accurately that he 
can pick the top-heavy items. It is fortunately 
coming to be recognized as the most imperative fact 
in business that an article costs more and probably 
is worth less every day it lies on your shelf. 

A three to five per cent net profit taken three or 
four times is better than 10 to 15 per cent taken 
once as formerly. Failure or Success depends on the 
exactness of the merchant’s knowledge of his cost and 
gross profit margins, because slight variations fre- 
quently mean loss. Guessing at costs partially 
explains why merchants complain that when the 
year is over, the balance struck, profits are smaller 
than anticipated. When the pay roll grows too large, 
the merchants need to know two things—how much 
too large it is and just how other men have overcome 
the same difficulty. 


The Rising Tide of Costs 


Rising expenses of doing business are shown to be 
advancing with equal rapidity, in both large and 
small stores. Figures for three lines each representing 
an actual retail concern are all but parallel. The 
expenses of a department store, with annual sales of 
seventeen million increased from fifteen per cent in 
1890 to twenty-five per cent in 1915. 

A Dry Goods store with annual sales of $150,000 
increased from 8 per cent to 17 per cent and a small 
store, we'll say of $25,000 from 7 per cent to 162 per 
cent in the same length of time. 

It might be interesting to know that in different 
localities, the gross profit, average expense, and 
average net profits differ. 


Iowa Averages Typify West 


It is found that Iowa does not appear in the six 
States with the highest averages of gross profit, 
expense of doing business or of average net 
profit. ’ 

The highest gross profits are made in the cities of 
75,000 to 100,000, the highest expense of doing 
business in the cities of the same size and the highest 
net profits in cities of 300,000 and over. The lowest 
average expense is also found in cities of 300,000 and 
over. You will notice that the lowest expense joins 
with the highest net profits of the larger cities; and 
not with the highest gross profits of the cities of 
75,000 to 100,000. 


The National Average 


The average cost of retailing shoes set for the 
country at large carried on by an investigation by the 
System Co. is 23.22 per cent. 
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Rent 3.21% 
Salaries 10.51% 
Advertising 1.65% 
Heat and light 1.10% 
Delivery 46% 
Supplies 30% 
Insurance and taxes 03 % 
General Expense 4.36% 
Depreciation and Shrinkage 50% 
Bad debts 10% 


The conclusion follows that, under normal mark 
ups, net profits are weak. Hence your success demands 
closer buying of styles, frequently re-ordering of ‘‘In- 
Stock” lines, and less idle time. Therefore, a shoe 
dealer is forced to realize through his entire stock a 
mark up, close to 35 per cent in order to get a sound 
profit. 

Many Lines Compared. 


In comparing expense of twelve different kinds of 
businesses will give an idea of how the expense of 
shoe business compares with other lines. 


Mail order houses 13.92% 
Groceries 15.91% 
Vehicles 17.44% 
Variety store 17.76% 
Hardware 20.41% 
Dry Goods 23.05% 
Shoes 23.22% 
Clothing 23.27% 
Drugs 24.65% 
Department stores 26.18% 
Furniture 26.51% 
Jewelry 26.81% 


We are therefore, forced to face the situation of 
rising costs, and it seems as though the only possible 
solution is to fix a minimum limit for stocks, and 
hold your stocks strictly to this limit. Locate and 
push fast selling lines. Weed out slow selling lines, 
and concentrate your buying to the point where 
you can still keep your stocks complete. 


Are You Saving Waste? 


The extraordinary shortage of materials entering into the 
making of paper has been responsible for the advance in price 
of all waste paper products to the point where it is profitable 
for business firms and even housekeepers to save and sell all 
the waste paper they can accumulate. As more money is 
obtainable for waste paper that is baled, easily handled me- 
chanical means of compressing the paper into bales have been 
called for, created, and are today finding a ready market. The 
systematic saving, baling and selling of waste paper will not 
only be an added source of income, but will reduce fire insur- 
ance rates and help keep the office, store or factory clean and 
sanitary, and a realization of this has increased the sale of 
balers to an unprecedented extent. 
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The Remarkable|} 
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e!|Neolin Campaign 

















has grown to 75,000 pairs a day in the short 
span of eighteen months. 
The mere figures are sufficiently impressive. 
Yet the size of these figures is really the least 
phenomenal factor in Nedlin production. 

Far more remarkable has been the revolution 
wrought by Nedlin in raising the quality of the 
shoes themselves. 

Nedlin has met with instantaneous success in 
every single shoe sole particular. 

For that reason Nedlin would have been a suc- 
cess without any advertising. 


But it would have taken a longer time to make 
Nedlin’s goodness known. ‘The leather market 
could not stand delay. The shoe manufacturers 
2 that Nedlin was better than leather as a shoe 
sole. 

Their own tests had proved it so. But the shoe 
buyers of America could not know this till we had 
acquainted them with the facts. 


We had to tell them through advertising. How 
thoroughly we are popularizing Neélin you can 
judge for yourself from these circulation figures. 

Nedlin advertising is appearing in 40 publications 
with a total circulation of 19,933,365; total number 
of readers— averaging four readers to every copy— 
79,733,460; total number of advertising impressions for 
the year—717,112,896. 

This is the advertising salesmanship with which 
we are supporting the successful merchandising of 
your NeGlin-soled shoes. 

No longer need your manufacturer delay in sup- 
plying you Nedlin equipped shoes. He can get 
Nedlin Soles for you immediately from our com- 
plete stock maintained in Boston and Akron. 


The Goodyear Tire & Rubber Company, Akron, O. 


[i seems hard to believe that Nedlin production 























ELLULOID MI RNAMENTS- 








These are preferred in warm climates where the humidity in the atmosphere makes the use of metal impracticable because of tarnish and change of 
color. They are very light in weight. When set with brilliant stones they are extremely altractive. A sample card, showing these ornaments in Cream 
White, Black, Black and White, with or without the brilliant stones, sent on request. 


THE METAL PRODUCTS CORPORATION 
PROVIDENCE, R. I. 














Learn Chiropody 


It’s a pleasant, dignified, remunerative profession—one of the 
few which are not overcrowded. Not at all hard to learn. 


Gio SHOE &. LEATHERN 


& ALLIED TRADES Ny 7 


Especially for Shoe Men 


who already know considerable about feet through 
their daily experience in fitting them. Only 

a very short time is needed, under our sys- 

tem and our proficient instructors, to mas- 

ter the whole subject, graduate and get 

your 





The BEST and BRIGHTEST Shoe 
and Leather Trade Paper in Europe 


+ Th first 
Diploma and thing 6 


irculat t the bi tb f 
Degree Pein — Circulates amongs e _ — oO 
; Shoes, Leather, Machinery, Find- 


ings, and all accessories in Shoe, 
Leather and Tanning Materials 


The effective staff is composed of prac- 

tical men of large experience and will 

give advice on business propositions. 

The EDITOR of the ““RECORDER”’ 
will tell you all about us. 


of Doctor of Surgical Chi- more about this 
ropody. Hundreds have opportunity. This 
made this the ladder you can do at no 
on which they have cost beyond a postal 
climbed toa pro- card. Simply ask for 
fession and suc- our catalog, which tells 
cess from a all about it. 


mere clerk- 
ship. Why Earn Money 
While Learning 


not 
you? 
Many of our students earn their living, 
while attending this college, by working part 
time in the shoe stores of this city. The cost 
of the Course is small and we aid our students in 
obtaining positions. Graduates making up to 


$5,000 PER YEAR 
Why not make the first move toward bettering yourself? 


You can succeed if you will do so. Write today for catalog and 
complete details. 


Illinois College of Chiropody 


1321 N. CLARK ST. - CHICAGO 














EDITORIAL AND BUSINESS OFFICE 
4 and 5 South Place, London, E. C. 


COPIES WEEKLY POST FREE TO U.S. A. 
2% Dollars per annum Prepaid 
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--GRIFFIN-- 


WHITE 


DRESSINGS 





























Summer shoes require care- 
Griffin Buck White ful attention. White and 
al whe buck and senvar cheerseaens: the delicate shades that will 4. srs ee 


; e cleaning and whiteni 
Package contains small brush and sponge. fluid that cleans all white kid ond white calf 


334 Oz...........811.00 Gross $0.95 Doz. predominate in the coming stock. 


RS osic-oa.aned 19.00 1.65 Small Size...... $11.50 Gross $1.00 Doz. 


season’s styles must be kept Large Size...... 18.50 “ im * 
in spotless condition. 











These dressings will do the 
work---to the satisfaction 
of your customer and to 
your own profit. 

















Griffin Magical Powder 


One of the two accepted ways for cleaning 
colored suede, Nubuck and nappy leathers. 
White, Light Grey, Dark Gray, Pearl, Brown, 
Chamois, Fawn, Field Mouse and Gray-Fawn. 
Piece of Toweling for applying included. 


$11.00 Gross 95c. Doz. 


Griffin’s Glazed Kid Cream 
In Blue, Black, Light Gray, Dark Gray, 
Brown, Green, Red, White, Ivory, Cham- 
pagne. ‘. 
Cleans—Colors—Polishes 
Is to the Leather what Cold Cream is to the 
— 3-oz. Bottle in Beautiful Lithographed 
arton. 


Price. $16.00 Gross $1.40 Doz. 





Griffin Suede Powder 


A powder cleaner for nappy leathers, in sifting 
top can. White, Light, rk and Pearl Gray, 
Brown, Chamois, Fawn, Field Mouse, Gray- 
ae me Piece of Toweling for applying in- 
cluded. 


$16.00 Gross $1.40 Doz. 


eT 


mo 


im 


mm 
aq" 


‘Write for new catalog for description of 
complete line. 


If your findings jobber cannot supply 
you, we will. 


Griffin Mfg. Co., tec. 


Established 1890 


67-69 Murray St. NEW YORK 














Griffin White Sole and Heel Dressing 


Griffin Quick Cleaning Fluid Canadian Representatives Canadian Shoe a and Novelty Co. For renovating edges and heels that have be- 
For cleaning Silks, Satins, White and Colored 2 Trinity Square ‘oronto, Can. come soiled or stained. pate otee tn colors. 
Cloth Top Shoes—Non-burnable. Western Office Produces either dull or glossy finish. 


$20.00 Gross $1.75 Doz 33 Minna St., San Francisco, Cal. $19.50 Gross $1.75 Doz. 
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Her “Onyx” Education 


Scene 2--Room at College--Mary and Her Room-mate 


ROOM-MATE—What shall I do? Here are my new dress and slippers for tomor- 
row’s Prom and no stockings to match! Do you think they would get here in time 
if I wire home right away? 


MARY—I wouldn’t do anything of the sort. All you need to do is to let me. take 
one of the slippers into town when I go in the morning, and I will get you a pair of 
stockings at Small & Wilcox’s shoe store. I know they have all this season’s shades 
in ONYX, and you know you can’t go wrong if you buy that make. It is absolutely 
dependable. Mother always bought ONYX for me and I never wear any other 


kind. 
(To be Continued) 
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BOSTON OFFICE Emery -Beers Company, Inc. 


31 Bedford Street 
PHILADELPHIA OFFICE 


Means Perfect Matching Service. 


UST such perplexities as illustrated on the 
opposite page are being daily solved to the 


delight of the customer by shoe merchants 
who sell ONYX Hosiery. 


Color Harmony is more-than-ever essential in dress, and now 
that shoe merchants have become such a necessary factor in fash- 
ion, it is of first importance that the modern shoe store be ready 
to give thorough service in footwear harmonizing. 


Your opportunities for increasing your Hosiery sales were never 


so bright, Mr. Shoe Merchant. 


Few women can resist your suggestion that “Our Hosiery Depart- 
ment can give you an exact match for the new shoes you have 
just purchased.”’ 


Add, ‘“‘We sell ONYX HOSIERY” and a sale is assured. 


You need say no more. ONYX means the most reliable hosiery 
to be had (to every woman), and your customer will have a cor- 
responding regard for your store through this evidence that you 
believe in selling the best-reputed merchandise. 


Lord & Taylor 





CHICAGO OFFICE 
The Lytton Bldg. 


NEW YORK . SAN FRANCISCO OFFICE 


1033 Chestnut Street SUCCESSORS TO THE WHOLESALE BUSINESS OF Bankers Investment Bldg. 
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Standard Straight Needle Stitcher 


BOOT AND SHOE RECORDER 


OVER $100,000,000 


was done last year in Shoe Repairing. 
Did you get your share? 


CHAMPION Shoe Repair Machines are 
Standard in Working Efficiency—Over 
15,000 in use—There is a reason for il. 


CHAMPION Line of Machines consists 
of Straight. Needle and Awl, and Curved 
Needle and Awl Stitchers—Repair Out- 
fits and Nailing Machines. 


Largest Line in the Market. 


CHAMPION MACHINES are Sold Out- 
right for Cash or on Time Payments. 





Lib iiiiiiiiiiiiiiiiiiiiiiil 


Please give me particulars 





CHAMPION SHOE MACHINERY CoO., 


ee ee ee) 
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Ideal Curved Needle and Awl Stitcher 


Write us for Catalog and Prices 


CHAMPION SHOE MACHINERY CO. 


3723 to 3741 Forest Park Blvd. 
ST. LOUIS, MO. 
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CHAMPION SHOE REPAIR MACHINERY 
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It locks under all conditions. 
Can be unlocked with gloves or without gloves. 





The New Style Arctic Buckle «“SURE-LOCK” operates just exactly the opposite from 
the old style. The Old Style Buckle goes UNDER the slotted plate. The New Style 
Buckle goes OVER the slotted plate and hooks down into it. 


The Advantages of the Sure-Lock Buckle: No projecting ends to catch. A wire bolt, giving it great strength. 
Cannot be clogged with ice, sand or dirt. A positive motion to unlock it. 
Not dependent on its spring to keep it locked. Does not 
require the fingernail to open it. Has a smooth surface. Keeps its alignment. Very neat in appearance. 
Simple in operation. Greater adjustment than any other shoe buckle. 
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Neotel Ip Salle. 


Chicago’s Finest Hotel 








A few hours, or a few days spent at HOTEL LA SALLE 
afford a refreshing relief from the tedium of the business 
or pleasure trip. The most exacting guest finds his wishes 
anticipated, both in the essential comforts and in the 
finer points of service. 


FUQUGRUGUGHOGUGHOGOGOUCHOLCOHOOUGEOOAOOUGUDOHOEGONGEDRDONOEOOENOROET 


We are familiar with the requirements of the Shoe Trav- 
eling Men;—with the assistance of our popular LA SALLE 
shoe racks at HOTEL LA SALLE, shoe men can display 
a line of 240 shoes in 18 feet, 160 shoes in 12 feet or 90 
shoes in 6 feet of sample space. 


ETT 4 


\\ The central location—La Salle at Madison Street—puts 
you in close touch with the city’s activities. 













RATES 


One Person Per Day 


Room with detached bath, $2.00, $2.50 and $3.00 
Room with private bath, $3.00, $3.50, $4.00, $5.00 


Two Persons Per Day 


Room with detached bath $3.00, $3.50 and $4.00 
Room with private bath— 
Double room $5.00 to $8.00 
Single room with double bed $4.00, $4.50, $5.00 


Two Connecting Rooms with Bath 














Two persons , : . $5.00 to $8.00 
Three persons ; ; - 6.00 to 9.00 
Four persons ‘ : . 7.00 to 12.00 


1026 rooms—834 with private bath 


i, Ia Salle 


Chicago’s Finest Hotel 





* LaSalle at Madison Street 
ERNEST J. STEVENS, 


Vice-President and Manager 


PU 
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THE ONE STAPLE THING IN 
A MASS OF UNCERTAINTY 


All materials used in the making of shoes have increased from 5 to 
150 per cent in the year ending March 1, 1916; but the cost of the 
use of the wonderful and intricate leased machines which make 
possible the economic production of modern footwear remains the 
same. The only changes in the past 15 years have been downward. 

















ROYALTY IN CENTS 


President Sidney W. Winslow of the United Shoe 
Machinery Company, in the United States District 
Court, in Boston, on January 13, 1914, made the 
following statement under oath, with regard to the 
royalty paid by a shoe manufacturer at the time the 
suit was brought against the Company in Decem- | 
ber, 1911: 


“The average royalty paid by a shoe manufacturer 
for the use of all machines furnished by the Com- 
pany in the manufacture of all types and grades of 
shoes is less than Two and Two-Thirds Cents per 


pair.”’ 














Every student of trade conditions will be interested in the group 
of handsomely illustrated booklets which we are glad to send free 
to those who request them. 





UNITED SHOE MACHINERY CO. 
Boston, Mass. 




















March 17, 1917 “THE GREAT NATIONAL SHOE WEEKLY” 65 


‘BLANCO’ 


The White Cleaner 


IT IS PRIDE that makes a man 


or woman choose 
“BLANCO.” They want their White 
Shoes to be really white so they use a 
never-failer like ‘BLANCO.’ Its Quality 
never moves downwards, so it never 
disappoints. “Once a ‘BLANCO’ user, 





always a ‘BLANCO’ user.” 


If you are proud of the repute 
= of your store, 


you ll see to it that in White Cleaners 
it s‘BLANCO’— and ‘BLANCO’ all the time. 


GUPPLIES may not go all 

the way round. 
Better get your share NOW. 
Your Jobber has it. 








“Keeps white 
shoes white. 


Manufactured by 


JOSEPH PICKERING & SONS, 
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A Wonderful Fitting Street Pump 





(ELISE) 
Made in all leathers. Two inch and one and one half inch wood Louis heels. 


Geo. C. How Co., Haverhill, Mass. 


J. B. TILTON 


PU 


Dealers Attention! 


Prepare to cash in on the demand that will be 
created by the following sample consumer ad 
which will appear during Spring and Summer in 
9 magazines with a combined national circulation 
of over 20,000,000. 





KEEPS SHOES SHAPELY 
HIDES LARGE JOINTS 





Affords instant relief for bunions and 
large joints, hides irregularities of foot 
form. Worn in any shoe; no larger size re- 
quired. Over one-half million in use. Ask 
your shoe dealer or druggist. Write 
today for special free trial offer. No pay if 
no relief. State size of shoe and if for right 
or left foot. 


The FISCHER MANUFACTURING CO. 
ist National Bank Bldg., Dept. 46, Milwaukee, Wis. 


Satisfied Customers---35 Per Cent Profit 
Ask your Jobber 
The FISCHER MANUFACTURING COMPANY 


Sole Owners, Manufacturers and Patentees 
MILWAUKEE, WISCONSIN 








W. F. EBBETT 


March 17,.1917 











THE 


SHOE TRADES JOURNAL :? 


74-77 Temple Chambers, LONDON, E. C. 


The oldest and most influential British 
shoe and leather trades paper. Es- 
tablished nearly half a century. 


Conducted by a strong staff of reliable 
business men with practical knowledge 
of all branches of the trade. 


The “Journal” is known throughout the 
world. ; 


Our experience is at your service. 


Foreign Subscription $3 a Year 


REPRESENTATIVES for U.S. A. 


FRANKLIN P. SHUMWAY CO. 
453 WASHINGTON ST., BOSTON 
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WHATEVER YOUR SHOE REPAIRING 
REQUIREMENTS MAY BE 


E HAVE THE MACHINE 


The illustrations above show but a few of the big range of ma- 
chines which we supply for shoe repairing. 








They are all illustrated and described in a very handsome cata- 
logue which we are glad to mail.free to anybody who writes for it. 


They cover every requirement from a simple cleaning shaft up 
to the most elaborate and complete outfit. . 


We help our customers make a success of their business. Our 
machines always carry with them a service that. is- considered 
by many of our customers among their most valuable assets. 


We have customers everywhere, and we are not ‘ashamed to 
have you ask any of them about us or our machines. 


Write us today for a catalog. 


UNITED SHOE REPAIRING MACHINE CO. 


4 ALBANY STREET, BOSTON, MASS. 
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Breaking Down 


Our Big, National, Advertising Campaign 
Compels Thoughts of Foot Comfort 


All Opposition 











f 57 


Dr. Scholls 
Foot Comfort 
Week 
Junel8 23 


At least 20,000 dealers 
will have Scholl win- 
dow displays 
HOW ABOUT 
you? 


Shs coma 








SeNOUCHOUUCEAUGGOOUOCOCOCANAUOUOOOUOUCOSOOSNONOOOUEOGEOOSEGOOOOUUCUSOUUSOOOOOOUCCOOOEOOEOOOOOUOUOUUGSSESOOOOOOOUOUGOOSEOOOOOUOUCONSEOOOOOOOUGOOROOOOOOOOCUCEENOROOOOOOOSSSOSOOOOOOOOOQONNNSOOOOOOUCEENSONOODOOOCOEOHSNSEOOOOOOOEONNOOOOGORE 





Make it Your Advertising 


Every shoe dealer can make this campaign his very own by merely connect- 
ing his store with it in the minds of the people in his locality. By Scholl window 
displays, by featuring Scholl Service in local advertising, by stereopticon slides 
in the “‘movie’’ shows, by signs and by personal talks, the live dealer so ties him- 
self up with this sweeping campaign that no one in his town can read one of our 
ads without thinking of him. 

We go the limit in furnishing helps to dealers who want to drag in Oppor- 
tunity while it is knocking at their doors. Write us about it. 








Th S h ll M f C 213 W. Schiller St. CHICAGO 
Largest Manufacturers of Foot Appliances in the World 
e Cc 0 g e 0. 9 BRANCHES IN: NEW YORK TORONTO LONDON 
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lowa Merchants Get Together 


Important Convention Work Epitomized — Officers Re-elected — 
Ottumwa Next Year 


The most critical changes our business has ever undergone have occurred since last we met. 
These changes make it more imperative than ever before, for us to seek through organized efforts, such as our 
State and National Associations afford, to meet these varying conditions, in an intelligent and efficient manner. 
To accomplish this end each member should feel his responsibility, and make such contributions of his experience 
and his time, as shall make our association a positive agent, rendering effective service to all engaged in our vocation. 
— Keynole of opening address by President Roy Stevens. 


HE sixth Annual Convention of the Iowa 

Retail Shoe Dealers’ Association was opened 

at Hotel Chamberlain, Des Moines, by Pres- 

ident Roy Stevens at 1.30 P.M., March 6. 

Following the address of welcome by Mayor Mac- 

Vicar of Des Moines, President Stevens said in part: 

“Your officers have been endeavoring to carry out 

the plans of our association, as expressed in the reso- 

lutions adopted last year at Waterloo, and have kept 

you informed of their activities through the bulletins 

issued. 

“Something should be done to convince them that 

their policy in this matter is wrong. 


Maintaining Volume a Problem 


“Because of the unsettled conditions occasioned by 
the war, we are just as unable now, to predict what the 
market condition of shoes will be six months from 
now, as we were six months ago. No one then fore- 
saw the great changes that have come to us. 

“Our slogan for many years, has 
been ‘Getting more shoes sold right.’ 
We had begun to realize this aim, 
since shoes have been made more 
attractive and remained inexpen- 
sive. 

“Now, our greatest problems are, 
to keep up the volume in pairs, 
make a reasonable profit, and re- 
main in business—all because of 
the great advance in prices. 

“If the merchant is to succeed in 
business he must take the unstable 
condition of the market into ac- 
count and fixing his selling price, 
not on what the goods cost him, 
but on what he will have to pay 
to replace his stock. Here is what 
he faces unless he does this: 


Where Profits are Lost 


‘He buys an article {today that 
costs one dollar. Assuming that he 
must add 15 per cent to cover the 





ROY STEVENS 


Re-elected President of Iowa Retail 
Shoe Dealers’ Association 


—Sketched for the ‘Recorder’ 


cost of handling the article and providing a profit, 
he must sell the article for $1.15. Supposing he does 
that and sells the article. He goes back to get an- 
other and finds the price has been advanced to $1.10. 
To replace the stock, he has to use most of his op- 
erating margin and all of his profit. In other words, he 
has actually lost money in the completed transaction. 
But, if he has. not learned his lesson, he again adds 
his 15 per cent and sells the article for $1.27. When 
he again stocks up he finds the cost has advanced to 
$1.20. Once more it takes all the profit and most of 
the operating margin to replace the article. Again 
he has lost money, although each time he made 
what he formerly considered enough to provide a 
profit. 

“The condition pictured actually prevails at this 
time. It is not a,theory nor an academic proposition. 
It exists and it is going to put numerous merchants 
out of business unless they recognize their danger 
in time to revolutionize their plan. 

“If they fail to change the basis 
of price fixing they will fail in busi- 
ness. It is not a matter of making 
a big profit, or being content with 
a small one. It is a case of life or 
death for their business. 


Inform the Public—Keep Down 
Costs 


“Let us discourage the newspaper 
stories of $20.00 and $30.00 
shoes. 

“‘We can protect ourselves from 
the harmful reaction of such mis- 
leading statements, only, by each 
one of us giving the people correct 
information through the press. 

“Tell them there will always be 
good, serviceable shoes at from $3.00 
to $10.00 a pair, and only novelties 
will bring such high prices. - 

‘“‘We, as an association, must do 
all in our power to keep shoe prices 
at such levels that the average con- 
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Personnel of Des Moines Convention Pictured 


‘In these days of almost world-wide war and facing a great crisis in our national existence, the shoe dealers of the Stale of Iowa pledge 
lo the executives of their State and of their nation their undivided support and unswerving loyalty and voice their utmost confidence that 
come what may, the Army and Navy of this Nation will not fail to uphold the national honor and enforce respect for the rights of every 
citizen of this nation on any land and on every sea, and further, that we beseech our executives and our legislators in this hour ofdanger, 
to forget all questions of mere party, of selfish interests or of politics and labor together in the spirit of true American patriotism.” 


sumer will increase, rather than curtail his purchases 
of footwear. When necessary, we must encourage 
the use of reliable materials other than leather, par- 
ticularly in fancy shoes. You will soon find that your 
customers will back you in your effort to help them 
take care of their shoe costs in a sane and sensible 
manner.” 


Affiliates with N. S. R. A. 


With the taking up of new business a vote was 
taken on the question of affiliation with the National 
Shoe Retailers’ Association, and it was ordered unan- 
imously that this be done. 

An incident of the roll-call was the statement of 
one merchant that he had never been to a convention 
before but that he had become so desperate over 
business conditions he decided to come so that, if 
he failed, he would have some one besides himself 
to blame! 


Merchants Want Sloane’s Help 


When the meeting was thrown open for questions 
the discussions were mostly concerned with the mer- 
chants’ buying problems and the necessity of organ- 
ization. Local organizations were much in favor as the 
merchants believed these would stimulate the develop- 
ment of the State and National organizations. Many 
were eager to get the field secretary of the National 
Association to work in their sections of the state. 


Secretary Nebe then read letters from National 


Secretary Geuting and Field Secretary Sloane con- 
veying their greetings and expressing regret that 
they could not be at the Toledo and the Des Moines 
conventions on the same date. 

A letter was then read by President Stevens from 
Ben Jacobsen, the retail service expert of McElwain, 
Morse & Rogers, New York, who said in part: 


—Preamble to Iowa Convention Resolutions. 


“Associations such as yours can do wonderful 
work toward solving the economic problems of the 
nation. 

“It is only about ten years since the great financiers 
of the country realized the amount of waste created 
through failures; and about 95 per cent of those who 
are forced to fail are honest well-meaning people who 
have lost their money and courage because they knew ° 
very little of the underlying principles that lead to 
success and were slow in asking advice until it was 
too late. 

“For educational purposes, the credit men are getting 
up a set of questions to ask each one seeking credit. 
The amount of credit extended, if any, will depend 
largely on how the questions are answered. Here are 
a few of the questions: 

‘How often do you take inventory? Have you a 
regular system of accounting? Do you make up a 
monthly profit and loss statement? Do you figure 
profits on cost or selling price? Do you charge your 
business with your own salary? Do you total the ex- 
pense on the sales? Do you keep a perpetual in- 
ventory of stock? How much insurance do you carry? 

“The day is not far off when.every merchant will 
be able to answer these questions; and when that day 
comes, there will be no failures. 

“Right now, during the high-priced shoe game, it is 
a duty of each dealer to see that his store matches the 
shoes. You can’t sell eight dollar shoes in a three 
dollar store. 

“Your window must be attractive enough to at- 
tract the public. If it doesn’t the general effect is 
wrong. If the effect is good and accomplishes its pur- 
pose (but the people do not linger long enough to ad- 
mire it) then the shoes displayed are wrong. If the 
general effect and the shoes are good and the sales 
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Shoe Merchants Attend from All Parts of Iowa 


‘**As the days go by I am more and more impressed with the great need of thorough organization on the part of the retail shoe world. 
Local, State and National organization is going todo for the retailer the things he cannot do for himself, indeed, it is doing it now in every 


state where they are organized. 


The next National convention will be a great opportunity for retailers of the United States to be enlightened upon all our shoe problems 
and we trust that no retailer within reach of Chicago will allow anything to keep him away from this great gathering of shoe men where 


all their problems will have a thorough analysis and a full and complete discussion. 


—From letier to Convention by National Field Secretary A. F. Sloane. 


are lost in the store, then, the service is wrong. In 
either event a change is absolutely needed.” 


The meeting then adjourned, and the evening was. 


enjoyed by an entertainment tendered by the Chamber 
of Commerce. 


WEDNESDAY SESSION 
Anti-Chiropody Law Opposed 


At 9.50 A.M. new business was immediately taken 
up and a discussion began on a bill passed by the 
Senate of the Iowa Legislature the day before. 

This was a bill prohibiting shoe men from prac- 
ticing chiropody either medically, mechanically or 
surgically, such as has been passed by the Ohio and 
California Legislatures and attempted in other states. 

The assembled shoe men unanimously expressed 
their opposition to the bill and instructed their legis- 
lative committee to call upon the senators who voted 
for the measure and request them to reconsider the 
bill. 

The president then presented the first speaker of 
the day, Ed. W. Hertzler of Burlington, Iowa, who 
spoke on the subject ““How to keep your stock down 
to the minimum.”’ Mr. Hertzler’s talk will appear in 
an early issue. 

This was followed by an informal discussion of the 
subject “Scientizing the Repair Department.” 


G. R. Harsh on Efficiency 


George R. Harsh, of Harsh & Edmonds Shoe Co., 
Milwaukee, followed with a talk on Efficiency. 

Mr. Harsh stated that after the war the European 
countries would not be in need of so many of our prod- 
ucts as the war will have developed in them the habit 
of producing more at home. Moreover in an effort 


to rebuild their countries they would produce a surplus 
of many things which they would sell in this country 
for whatever price they may be able to get as they 
will have to get back the wealth we have gotten from 
them in order to restore their own countries. This 
competition we will have to meet. 

Mr. Harsh added, however, that he did not look 
upon this situation in a pessimistic spirit but in an 
optimistic one. He said he was a bass fisherman and 
that if bass were as easy to catch as perch he would 
not fish for them, that the only joy he got out of the 
sport was the resistance the bass offered. 

Just so he says that we should rejoice in the in- 
creased intensity of the competition that will be ours 
at the end of the war. 

Mr. Harsh’s talk was followed by one from Mr. H. 
C. Johnson, manager of the business development 
department of the Merchants’ Trade Journal of Des 
Moines. 

Mr. Johnson spoke of the necessity of increased 
efficiency on the part of all retail merchants and the 
passing of the old loose retail credit system. 

The ideas he presented were about as follows: 


Living is Earned—Not Owed 


‘The old cry that the community owes the 
home merchant a living has lost its pulling pow- 
er, and the only recourse left open to the small 
town merchant is to excel or at least equal the 
service rendered by his many competitors. The 
value of service rendered is the only claim he 
can now successfully make for the people’s 
business.”’ 

He emphasized the necessity of the retail merchant 
knowing what he was doing, just exactly what profit 
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AT IOWA 
CONVENTION 


RESOLUTIONS 
ADOPTED 






Re 






RESOLVED—That just as truly as war is artificial and peace is normal we must therefore recognize that the pres- 
ent market conditions and the present prices are abnormal. We still believe in the homely saying ‘““What goes up 
must come down,” and while it seems true that prices are still tending toward a higher level, we nevertheless be- 
lieve that at no time in the history of the shoe trade, has greater caution been required in buying and we recom- 
mend to our members a very close scrutiny of their present stock on hand, both as to its replacement value and in 


order to sort the same with the minimum amount required, basing their purchases only on the requirements of the 








immediate future. 


RESOLVED—That our Secretary be requested to correspond with the Rubber Companies looking toward the 
possibility of having Fall datings changed to December Ist and having announcement of prices made on March Ist 


of each year. 


RESOLVED—That the present insurance rates are working a hardship on many of our members and we request 
our legislative committee and our officers to endeavor to have a more equitable rating system adopted. 


or loss he incurs on every sale. Almost every case of 
bankruptcy is an accident caused by guess work. 


Credit Knowledge Essential 


He then spoke of the credit problem, citing investi- 
gations that have been made proving that the greatest 
loss the retail merchant incurs from his credits is not 
the money he loses because he can not discount his 
bills, the burden of carrying the accounts or the direct 
losses occasioned by these accounts in uncollected 
bills but in the great volume of business it drives 
away from his store to cash dealers. Other reports 
he cited showed also that a great many men worth 
thirty or forty thousand dollars are taking advantage 
of the loose credit system of the merchants and are 
simply investing the merchant’s money in their own 
businesses. 


Three Graces Not Business 


Here he said, is where co-operation among the 
merchants is needed more than in any other phase 
of the business. Each merchant needs to know what 
every other merchant in his territory is doing in the 
way of extending credit to his customers, so that he 
can use better judgment in giving or refusing credit, 
so that he may have a better idea of what a man’s 
credit.is really worth. The old loose credit system, he 
said, is simply a system of faith, hope and charity. 
The merchant has faith in a man and gives him credit. 
Then he hopes he will get his money and when he 
fails he strikes it off to charity. 

This ended the business discussion for the day. 


THURSDAY SESSION 


The meeting was called to order at 9.15 A.M., by 
Mr. Stevens, the president. A telegram from the 
Ohio convention was read in which they sent their 
greetings and best wishes. 


Legislation Dealt With 


Mr. Elliwell, chairman of the legislative committee 
reported that the committee had visited the senators 
who had voted for the Chiropody bill and that they 
had succeeded in killing the measure. 

A copy of the fraudulent advertising bill which is 
now before the house was read and the united action 
of the shoemen favoring the measure was advised. 

The first speaker of the day, Robt. Sturgeon, of 
the Harris-Emery Company of Des Moines read the 
paper on “What does it cost the Iowa Shoe merchant 
to do business,” which appears on pages 53-55. 


Buying—Bookkeeping—Selling 

Mr. Rall of Cedar Rapids, Iowa, followed this with 
a talk on “The Difference Between Success and Fail- 
ure.”’ He stated that a man’s success depended upon 
three things, good buying, good bookkeeping and good 
selling, that to fail in either of these is to fail altogether. 

In buying he emphasized the necessity of limiting 
the styles carried to four or five and to carry a large 
assortment of sizes in these styles, to advertise the 
fact that they are the styles and to stand back of 
the styles carried with a conviction that would de- 
mand respect and belief, regardless of what any cus- 
tomer might think of any others. 

The stock should be departmentized, he says, into 
at least six departments so that separate records can 
be kept on each and the quantity of sales found on 
each. 

Passing to the selling end of the business he said 
that no merchant should feel proud to have his trade 
demand his personal service, that his personality 
should be reflected in the service of all his employees 
and that, indeed it is, for his sales people will treat 
his customers very nearly as he treatsthem. He should 

(Continued on page 79) 
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NICKEL SILVER BUCKLES 


For the Exclusive Retail Store 
. 
Engine Turned Designs 
A wonderful selling proposition for the Spring and Summer 
Prices allow a big margin of profit for the 
dealer 

Shapes No. S115-3 —S135-2—S135-1 ‘ : 

—S$115-2—S115-1—S135-4...... are $9.00 per dozen pairs 
Shapes No. $250-4—S250-2....... are 12.00 7 - 
Shapes No. 8536—S538—S5I11 

Terms are 2 per cent 30 days F.O.B. your store 

‘These Buckles will never show any discoloration 

that soap and water will not remove. 

They will not rust—the more they are rubbed 

the brighter they will look. 
Get an assortment in your window now! 


March 17, 1917 











Write us today. 


ATO PRS FOR BEE 





Shoe stand, adjustable. Any finish. 


Holder For7 x 11 oval cards. Frame is tilted 














From the Outside, Looking In 


Your competitor may have as good goods, as 
low prices, and as broad a policy as you have. 


But if your window displays surpass his, the 
percentage is in your favor. 


Our fixture catalogs and magazine, ‘Complete 
Display,” will show you how to make buyers 
out of passersby. Write for your copies today. 


Hugh Lyons & Company 
1001 East South St., Lansing, Mich. 


NEW YORK SALESROOM CHICAGO SALESROOM 
35 W. 32nd St. 234 S. Franklin St. 

















The Strongest Kind 
OF 
FIRE PROTECTION 


The Fitchburg Mutual Fire In- 
surance Company has saved its 
policy holders $1,500,000 in 
dividends. 


We make satisfactory adjust- 
mentsand pay all losses promptly. 


From us you can obtain the 
strongest kind of protection. 


Our Mutual policy means insur- 
ance for you with a profit to you. 


Fitchburg Mutual Fire 


Insurance Company 


1847 (70 Years Old) 1917 


FITCHBURG, MASS. 


Middle West Representative, Mr. W. B. ACKMOODY 
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shoe merchants are not. 
line of Spats before your public. 


MASON’S BLACK 
DRESSING 
Self-polishing, clean and 
convenient. Fast dye; will 
not come off; renews the 
appearance of the shoe. 


Large Size 
$1.65 Doz. $18.00 Gross 


Small Size 
85c. Doz. $9.00 Gross 





Champagne 
Dark Gray 


Our 15.00 Kersey line is a winner 
A sample order will convince you! 


You will get immediate delivery on 


_ 


SPATS! 


Are you ready right now for your Easter trade? M any 
Get a showing of the Jacob 


WHITE 


If your jobber cannot supply you, 
just write us 


H. Jacob & Sons 


Leggings, Overgaiters and Barefoot Sandals 
519 East 72nd Street 
Norwalk, Conn. 









MASON’S WHITE 
DRESSING 
Can be used for any ma- 
terial of which white shoes 
are made. Cleans as well 
as polishes and will not rub 


off. 
Large Size 

$1.65 Doz. $18.00 Gross 
Small Size 

85c. Doz. $9.00 Gross 


Send for Samples 


JAMES S. MASON CO. 


134-140 N. Front St., Philadelphia 





Pearl Gray Fawn 
Chamois Ivory 





New York 





The absolute purity of our 























MASON’S TANSHINE 
CLEANER 
A combination liquid and 
aste dressing for tan shoes. 
overs cuts and creases and 


gives a lasting and brilliant 
polish. Contains no acid. 


Large Size 

$1.65 Doz. $18.00 Gross 
Small Size 

85c. Doz. $9.00 Gross 





ness policy since the establishment of this house in 1832. 
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— MASON DRESSINGS 


THEY SPEAK FOR THEMSELVES 


has been a matter of busi- 






MASON’S NEUTRAL 
DRESSING 


A cleaner for all cloth or 
kid tops of any shade. Free 
from acid and absolutely 
safe in use. 
Large Size 
$1.65 Doz. $18.00 Gross 
Small Size 
85c. Doz. $9.00 Gross 
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My Dear Mr. Dealer:— 


Look at this! A sample of HUB-MARK rubber footwear. Note 
the beautiful lines—HUB-MARK rubbers are first quality in every particu-— 
lar. They are sold by all leading shoe jobbers. 


MADE BY THE 


BOSTON RUBBER SHOE COMPANY 


MALDEN, MASS. 





REG.US PAT.OFF. 


HUB 
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Boots and Shoes 


New business comes in to the manufacturers but 
slowly. The main reason is that jobbers have taken 
time by the forelock this year, and have given their 
orders unusually early, with the result that the 
manufacturers are already swamped with orders. A 
prominent manufacturer has asserted that he already 
has enough business to keep his present producing 
facilities busy for more than a year, and it is his 
belief that every rubber footwear manufacturer. in 
the country is in about the same condition. 

With Winter hanging on so late, in many 
sections, covering some important cities, and the 
inevitable Spring mud and freshets, the season 
now waning is likely to continue for some weeks, 
and those shoe merchants who have rubbers 
on hand today are likely to be closed out before dry 
Spring weather is fully settled. What the condition 
will be when rubbers are wanted in the Fall is hard to 
prophesy, for several reasons. 

Competent help has been unusually hard to get, 
the past year. The munition factories have drawn 
ambitious workers, because of higher wages, while 
there are other trades similarly active. If the pres- 
ent international situation evolves into war, there is 
likely to be a further demand for workers, and a 
greater scarcity, because of the demands of men for 
defense or offense. Then, with army calls for rub- 
ber footwear a still further factor would add to the 
difficulties of the situation. 

It behooves shoe merchants to cover their require- 
ments as fully as possible, by ordering early, and getting 
the best assurances possible of full and early delivery. 


Tennis Lines 

There is nothing specially new in the tennis situa- 
tion. All manufacturers are busy, with plenty of 
orders ahead. Jobbers are already shipping their 
early Spring orders in these lines. 

Crude rubber continues firm at practically some- 
what lower prices than a week ago. Business is not 
specially lively, rubber goods manufacturers seemingly 
satisfied that the present conditions of importation 
are likely to continue with little modification. 

We quote: upriver fine, 77 to 78c.; islands fine, 
70 to 71c.;. upriver coarse, 53c.; islands coarse, 36 to 
37c.; caucho ball, 55c. for upper, 5lc. for lower; 
cameta 38 to 40c.; centrals and Mexican, 51 to 53c.; 
guayule, 44c.; first latex pale crepe, 85 to 86c. 
Smoked sheets, 85c. 


Scrap Rubber 
The market is somewhat unsettled. Reclaimers 
seem indifferent—buyers and dealers have therefore 
reduced their buying prices. Boston dealers are 
paying 9} to 93c. New York dealers 9c to 93c., 
while Philadelphia houses quote same offers as New 


The Rubber Realm ee 


York. Trimmed arctics bring 7c. Collectors find 
only moderate supplies, but expect large offerings 
later. 

Rubber Notes 

The United States government has awarded con- 
tracts for 16 dirigible air-ships to the amount of 
nearly $650,000. The rubberized balloon fabric 
for these will be made by the United States Rubber 
Co., the Goodyear Tire and Rubber Co. and the 
B. F. Goodrich Co. 

The business of the Narragansett Rubber Co.,: of 
Bristol, R. I., has been so great during the last few 
months that it has become necessary to provide 
additional factory room. A complete rearrangement 
of the plant with additional departments is under 
consideration, but meanwhile temporary arrange- 
ments are being made to take care of immediate de- 
mands. A new addition, 85 by 50 feet, has just 
been erected that will afford some relief for the present. 

Recently in this department it was stated that the 
Dryden Rubber Co. of Chicago would commence 
manufacturing rubber heels and fiber soles for the 
shoe manufacturers’ trade. This was an error, for 
the company has made this line of goods for a long 
time and has already a large trade in these specialties. 
What is the case, however is that this department 
of the business will be given greatly enlarged atten- 
tion. President Dryden and Vice-President Reeves 
were in this city the first of this week in furtherance of 
these plans. 


IOWA MERCHANTS GET TOGETHER 
(Concluded from page 75) 

encourage his help, give them due credit for good 
work and try to get them to use their own initiative. 

This talk was followed by the address of the princi- 
pal speaker of the day, Sam A. Davis, the “Billy 
Sunday of Business,” from The May Co., Cleveland, 
Ohio. Mr. Davis spoke on “Merchandising, Service, 
Profit and the Human Element.” 


Ottumwa Next Year 

The afternoon session consisted of informal dis- 
cussions, questions and answers and round table 
talks. The reports of the various committees were 
heard, the old officers were re-elected unanimously 
and the city of Ottumwa, Iowa, was selected as the 
next meeting place. 

The annual banquet was held at the Chamber.ain 
Hotel in the evening. 

During the entire convention the ladies were 
royally entertained by the Alexander-Sandberg Com- 
pany of Des Moines, by the Harris-Emery Company, 
and the Younker Brothers Company.The traveling 
men’s auxiliary furnished wholesome entertainment 
for the men, and appreciation was expressed in a 
resolution adopted by the convention. 


~- ss 4 
Fe Sig Meee Sy Ps MEU SEE AS CN Ee Se ape 


TR SAME RE TV AR te BPO A nn Be 











80 


BOOT AND SHOE RECORDER 





March 17, 1917 














What Would You Think 


of a Manutfacturer— 


—who wrote to you with a stub pencil 
—‘We are saving much money be- 
cause we do not use typewriters and 
telephones’? You might well wonder 
whether his merchandise was as much 
out of date as his business methods. 


You know that modern time and 
labor saving appliances are not added 
expenses, but that they have super- 
seded slower and more costly proc- 
esses. 


The concern that uses your business 
paper to tell you its business story is 
simply making it easier for you to buy 
intelligently with the least waste of 


For the right kind of advertising short- 
ens the distance between human minds 
just as certainly as the railroad has 
shortened the distance between places. 
It is still possible to walk from New 
York to Chicago, and it is still possible 
for a business to get along without 
advertising, BUT— ° 


—don’t forget that the seller who does 
not advertise, is not only paying for 
the results that such advertising would 
get him, but he is also ‘paying more 
than necessary. 


Progressive advertisers are progressive 
merchandisers and it pays to do busi- 


time on your part and theirs. 


ness with them. 





THE ASSOCIATED BUSINESS PAPERS, wc. 


The International Association of Trade, Technical and Class Publications 
ALL OF WHICH HAVE SUBSCRIBED TO THE “STANDARDS OF PRACTICE” 





Advertising & Selling 

American Architect 

American Exporter 

American Hatter 

American Machinist 

American Paint & Oil Dealer 

American Printer 

American Blacksmith 

Automobile, The 

Automobile Dealer & Repairer 

American School Board Journal 

Architectural Record 

Boot & Shoe Recorder 

Brick & Clay Record 

Buildings & Building Manage- 
ment 

Bulletin of Pharmacy 

Canadian Grocer 

Canadian Railway & Marine 
World 

Cement World 

Clothier & Furnisher 

Coal Age 

Concrete 

Domestic Engineering 

Drygoodsman, The 

Dry Goods Economist 





Dry Goods Reporter 

Editor & Publisher 

Electrical Review & Western 
Electrician 

Electrical World 

Electrical Railway Journal 

Electric Traction 

Engineering & Mining Journal 

Engineering News-Record 

Farm Machinery—Farm Power 

Furniture Manufacturer & Arti- 


san 
Grand Rapids Furniture Record 
Haberdasher, The 

Hardware Age 

Hide & Leather 

Hotel Monthl 

Illustrated Milliner 

Implement Age 

Industrial Arts Magazine 

Inland Printer 

Iron Age 

International Trade 

Lumber Trade Journal 

Lumber World Review 
Manufacturing Jeweler 

Marine Engineering 





Merchants Trade Journal 

Metal Worker, Plumber & Steam 
Fitter 

Metallurgical & Chemical Engi- 
neering 

Modern Hospital 

Motor Age 

Motor World 

National Builder 

National Druggist 

National Petroleum News 

Power 

Practical Engineer 

Railway Age Gazette 

Railway Electrical Engineer 

Railway Maintenance Engineer 

Railway Mechanical Engineer 

Railway Signal Engineer 

Shoe & Leather Reporter 

Shoe Findings 

Shoe Retailer 

Tea & Coffee Trade Journal 

Textile World Journal 

Transfer & Storage 

Woodworker 





HEADQUARTERS: 220 West 42d Street, NEW YORK CITY 


Information concerning Business Papers cheerfully supplied. 
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TRADE MARK 


FOR YOUR 


EASTER TRADE 


Other Styles of 


—_ *s I Kid 8} 
ne heey te “- : Welt. Wea N elt Sh e 4103—Gray Kid Vamp, Ivory Cloth 
Foxed. Square T ool Half ‘Louis OV y O€S Top. 9-inch Boot Goodyear 
Covered Heel. White Welting. een Welt. Th ter Foxed. Painted 
Gorered Bee ag rete Welang, In Stock a iA ured. Painted 


2990— Same shoe as 2991, but i ml Sil- 
yer Gray Kid. AAtoC 7.00 Write Us 


naw WKatzman-Adler Shoe Go. ou Be: 


Send Samples 
| 211 Essex Street :: :: Boston, Mass. “®* 2" 
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S THREE NEW ONES IN STOCK 


Handsome Styles for the Stout Exclusively 


“SEVENTY STYLES STOCKED” 


y 
to Hisle YOU Capture the Business of Both Yous and Old Who Can 
Be Accurately Fitted to Styleful’ Shoes ONLY in This Line 


AA 





Sa te 


ee a es Re ne ae 





—! Style B97—Black Glazed Kid, 74-inch 
Soule B92—Patent, Black Cloth Fa Style B206—All Black Kid, Outsize Block Cloth oe iia 15-8 ‘Tea ther LXV “4 


Leather LXV Heel, 7-in. Fs Top Only, Plain Toe, 8-inch Top, 16-8 
Crawford Shank, Welt............ 93.06 Lether LAV Med, Less, Coonterd Crawford Shenk. Seite ree JP $3.60 
IN STOCK: D, 2 to 9; E, 214 to 10; Chg TOES... isa oRi'as «ines $4.75 IN STOCK: 4 to 9: 246 to 10; 
EEE, 2% toll. (Not in EE.) IN STOCK: AA and B, 2% to 8; C and EEE, 2s toll’ r ot in EE.) 


D, 2% to 9 
zes larger than 8, 15 cents — extra. Prices subject to’change 
The “CRAWFORD ARCH-SUPPORTING SHANK” is Most Hoconel = High Heel Boots—Holds_the Heavy Woman and Keeps Shoes 


SEND FOR STOCK W. B. COON “CO.. Rochester, i, ae F 


CATALOG 
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The Ault-Williamson Shoe Company, manufacturers 
of the CONSTANT COMFORT shoes, are the first 
turn shoemakers in the country to produce shoes 
under the new patented process. 


The practical adoption of the moulded counter in 
turn shoes was worked out in conjunction with the 
Mousam Counter Company, and their “Horn Fibre” 
Counters are used exclusively in the making of our 
shoes. Their “‘A. J.’ mould, which the Ault-William- 
son Shoe Company adopted for the new process, 
meets all requirements for perfect fitting, flexibility 
and guaranteed service. 


AULT-WILLIAMSON SHOE CO. 


Manufacturers 


AUBURN ;" 


NEW YORK OFFICE 
33 Graham Building 


mg :. THE NEW METHOD 


OF MAKING TURN 
SHOES. with MOULDED 
COUNTERS 


THE BIG STEP TOWARD 
BETTER TURN SHOES 


—That gives to the shoe a wonderfully 
smooth heel seat, eliminating all wrin- 
kles and securing from the counter its 
maximum wear. 

—That gives to a turn shoe the same 
heel seat finish as in a high-grade welt 
or McKay—each last having its own 
counter accurately made and inserted 
dry in the shoe. 


—That replaces the old method where 
turn shoes are made with a wet coun- 
ter that dries and shrinks when the 
shoe is made. 












IN-STOCK STYLES 
No. 661—Kid 2-Strap Sandal. 


SS Seer eS ore er $2.40 
No. 660—Kid 3-Strap Sandal. 
We On ced nc scdcacdoun $2.50 


No. 115—Kid Tip Blu- 
cher Oxford, Rubber 
Heel. C, D, E.. $2.85 
No. 119—PIl. Toe Blu- 
cher Oxford. B to E. 
$2.90 





ORDER NOW! 








MAINE 


CHICAGO OFFICE 
408 Lees Building 
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While there is some trade going on pom + ll the 
phrases ‘‘masterly inactivity” and “watchful waiting” 
might fairly well describe the present condition of the 
leather business. Suth has been the case for some 
weeks, but it seems unlikely to last much longer. 
There will be an immediate demand for material for 
about half a million pairs of army shoes, just con- 
tracted for by the United States Government, and 
this order is likely to be duplicated, or-even quad- 
rupled, if there comes a call to arms. The British 
embargo has resulted in the almost total cessation of 
export business, but this is likely to be of short 
duration. Great Britain is in no condition to fill its 
army shoe demands without the importation of 
American leather, while a nearly equal emergency is 
present as regards its civilian shoe requirements. 
Once the immediate urgency is lessened regarding 
the food and ammunition demands for freight space, 
undoubtedly licenses will again be issued permitting 
the shipment of leather. 

The shoe manufacturers continue to give careful 
attention to the trend of the market, but confine 
their purchases mainly to immediate requirements, 
or to leather they know they can use and which they 
can buy advantageously. 


Sole Leather 


Reports that much of the sole leather required for 
the above mentioned government contracts has al- 
ready been\purchased, have not been verified, though 
there is a certain amount of plausibility in such 
statements. - Suffice to say, however, that tanners 
do not appear to be anxious sellers at this time, and 
that prices are very strongly held. 

Hemlock sole has sold onlyin moderate amounts, yet 
indications seem to point to a greatly quickened demand 
soon. No. 1 dry hide hemlock is now selling at 57c. to 
58c.; other grades 55c., 53c., and 47 to 49c. Union Sole 
is firmly held. ‘Many local houses are sold ahead, and 
are shipping out stock as fast as it comes from the 
tanneries. Sole cutters are buying moderate lots, 
where they can doso to advantage. Light backs are 
held at 82 to 85c. and heavy and medium 75 to 80c. 
Oak sole will be required in large amounts on the 
recently placed government contracts, and prices 
are naturally, firmly held. Packer hide backs have 
sold for 86 and 87c. and best bends 95 to 97c. for 
light and 90 to 95c. for heavy. Belting butts are now 
quoted at 90c. for heavy and 94 to 95c. for light. 

Offal is offered in only moderate amounts. Bellies 
are held at 18 to 21c. for hemlock; 22 to 24c. for 
Union and 38 to 40c. for oak. 


Upper Leather 


There has been a moderate business doing during 
the week, with a seeming entering wedge of activity. 
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The Leather Market + + ¢ 


Prites are held firmly, stocks of most desirable leitthers 
not véry heavy. 

Calf leathers show a somewhat increased demand, 
with prices fully sustained. Colors sell at 66, 64 and 
62c. and blacks 60, 58 and 56c. Chrome tannages 
sell at 48, 46 and 44c. but colors range considerably 
higher. Some fancy tannages, in white or colors are 
selling, at 80c. to $1.00 a foot. Side leathers are | 
getting an advantage from high calf prices, and are 
selling around 46-40c. for Chrome tannages, while 
bark and combination tannages run 2c. under those 
figures. Waxed splits are quiet, because of the ces- 
sation of export orders. Flexibles in very small 
demand. Patent colt and kid sold ahead. Patent. 
sides have dropped off in demand, the foreign call 
having entirely ceased, because of the recent British 
ruling. Glazed kid continues very firm at recent 
quotations with moderate demand. 


Hides 


The quietude in the hide market is yet unbroken. 
Tanners still maintain that prices are tog-high, but 
shippers are just as indifferent, and as firm in their 


‘quotations asever. New England hides areinsmall sup- 


ply, but quantities are fully equal to all demands for 
them. Ohio buffs are still considered too high to tempt 
buyers, present offerings being held at 22 to 23c., 
and extremes 26 to 28c., with some of specially good 
quality held at 29c. Southern hides are quiet, with 
little demand. Near point hides are quoted at 23 
to 24c. and far points to 22 to 223c. 

The Chicago packer hide market is still . quiet, 
with the quality of the take-off the poorest of the year. 
Packers are holding nominally to last week’s quota- 
tions, but it is the general feeling that concessions 
would be made to actual buyers. Native steers 
are quoted at 30 to 303c. Native cows 29 to 30c. 
for all weights. Texas steers are held at 3lc. for 
heavies and 29} to 30c. for lights and extremes. 

The Chicago calfskin market is somewhat firmer. 
Packer skins are held at 50c. with no sales recorded. 
City skins offered at 42 to 44c., but sales are reported 
at 4l1c. Outside cities are held at 40c. and countries 
334 to 35c. New York calfskin quotations are $4.50, 
$5.00 to $5.25 and $5.50 to 5.75. 

Foreign dry hides show few sales, some B. A.’s sold 
around 44c. and B. A. Kips at 54c.  Montevideos have 
brought 544c. In wet salted, sales of sansinenas at 31c. 
are reported, and also a sale of matadero steers at 29}$c. 


Deeds have been filed conveying the National 
India Rubber Co. plant at Bristol, R. I. to the United 
States Rubber Co., which has owned a controlling 
interest for a number of years. The plant employs 
3000 operatives, and makes a line of rubber footwear 
and a-complete line of tennis shoes. 











84. 


BOOT. AND’ SHOE RECORDER 











Here Are The Plain 


Unvarnished Reasons 


Why— 
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First with theidea _First in quality 





MOUSAM “HORN FIBRE” 


COUNTERS 


Are Superior to Leather Counters 


Horn Fibre Counters are waterproof and 
perspiration proof. 


Horn Fibre Counters are moulded to fit 
each particular Jast thereby insuring that 
close snug heel fit. 


Horn Fibre Countcrs are guaranteed to out- 
wear the shoe in which they are a part— 
a proof that the wear is a solid reality— 
and we back it with a written guarantee 
that has no mental reservation whatever. 


Mousam Counters meet squarely the all 
round requirements of ‘the manufacturer, 
the retailer and his trade. They do this 
by the actual service that they perform. 


Mousam Counter Company 


121 BEACH STREET - 


JOHN C. RUPP CO. 
Cincinnati, Ohio 


WILLIAM LINKLATER 
Montreal, Canada 


° ~ - - BOSTON, MASS. 


AGENCIES 7 
FAIRE BROS. CO., LTD. WILKINSON & REGER 
Leicester, England Philadelphia, Pa. 


ULLATHORNE, HARTRIDGE & CO., LTD. 


Melbourne, for Australasia 
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First in guaranteed service 
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In Centers of Shoe Manufacture «+ «# «4 


MARKETS—STYLE DEVELOPMENTS—NEWS 


NEW YORK CITY 


Present Business in the Retail Trade 


In retail stores colored boots in combinations of buck, and 
cloth tops with glazed kid vamps, and all glazed kid continue to 
show activity. There is general expectation in the trade that 
following Easter the demand will be almost entirely for white 
shoes so far as the women’s lines are considered, and that as the 
season advances the sale of white shoes for men will make 
considerable advances. The shortage that marked the opening 
of the Spring season last year is not likely to be repeated this, 
even in the face of the generally higher 
prices that prevail in all lines. 


Monthly Meeting of the Retail Shoe 
Dealers’ Association 


The regular monthly meeting of the 
Retail Shoe Dealers’ Association of New 
York was held on Wednesday, with Presi- 
dent Edelstein in the chair and 30 mem- 
bers present. Acceptances of appoint- 
ment as members of the Advisory Board 
of the Association were read from Alfred 
A. Kahn, Dr. A. J. Hart of the Cam- 
meyer stores and John Slater of J. & J. 
Slater. The annual banquet and recep- 
tion of the Association will be held on 
April 1st, when Borough President Marks 
of Brooklyn will speak on “The City of 
New York.” 

A committee was appointed to attend 
the meeting of the Conference of Inde- 
pendent Retailers of the Metropolitan 
District to be held in the Hotel Astor. 


Urge Branch Associations 


President Edelstein and A. J. Josephs 
desired to see a greater number of small 
branch associations formed to work re- 


New Last Lines 





desirable for that class of repair work that is done without the 
use of shoe repair machinery. 


For the new compound it is claimed that tests on machines 


have demonstrated that it has twice the resistance of good 
sole leather stock to the ordinary process of wear, a point that 
is naturally of interest to the people of the shoe trade. 


Dressing Firm to Move 


A. A. Millett manufacturers of the Knomark line of dressings 
are about to remove their plant from 171 Chamber Street to 199 
Franklin Street. This change will give them 14,000 sq. feet 
of floor space which will be devoted to the manufacture of their 
products. These are mostly confined to 
dressings intended for white shoes and 
are of the cream, liquid and cake forms. 
The figures for this over last year show 
a growth of nine times the volume of 
business, and’ the move to larger quar- 
ters, is therefore essential. 


Store Being Remodeled 


Extensive interior alterations in the 
store of L. Edelstein are now in course 
of making and when completed the store 
will be one of the most attractive of its 
section. Indirect lighting fixtures are 
being installed, the store is being -redec- 
orated and the seating is being changed 
to the opera chair arrangement. 


In a Women’s Specialty House 


The Metropolitan Shoe Company, 
specializing in women’s shoes, are ship- 
ping a great deal of white goods in can- 
vas, kid and buck and white canvas and 
buck pumps are also going out in con- 
siderable numbers. Nat Weiss of that 
house said a few days ago that they 
would like to ship a good many more 
black patent leather pumps if it were 


forms needed in their own immediate 
vicinities and getting the interest of their 
own neighbors in forming affiliated bodies 
with the central New York association. 
Mr. Joseph forwarded the idea that it 
would be well to form a plan to organize 


A new .style by Preston B. Keith Shoe 
Co., Brockton, Mass., showing the use of 
perforated and pinked vamp, quarter 
and wing tip. Note also the coming of 
narrower toes as illustrated 


possible to get them in time. Ivory kid 
and black and white combination boots 
are also selling quite freely at the present 
time. 

Speaking of the Spring business 
following the Easter season Mr. Weiss 





these branch associations. The Ridge- 
wood section already has one with 
more than thirty members, Harlem has one with about 
thirty members and there are opportunities along this same 
line on the East Side, the West side, the Bronx and other sec- 
tions of the city. 

H. Walter Scott of the “Boot and Shoe Recorder” E. M. 
Brown of the Shoe Retailer, and Mr. Dougherty of the Wana- 
maker store were elected members of the Advisory Board. 


Fiber in Shoe Form 


.One_of the developments of the use of material other than 
leather for shoe bottoms has been introduced in the market and 
fiber compounds in sheet form, which may be died out in the 
shoe factory or in the case of repair work may be cut to shape 
on the shoe. 

One of these materials that is now being introduced is com- 
posed of substances which permit it being applied to the shoe 
either by sewing or by nails. The latter makes it particularly 


said that they were anticipating call 

for white goods almost to the ex- 
clusion of other lines. He anticipates leaving for the 
East during the present week with the idea of _ working 
up their sample lines for the Fall season, but at the moment 
he was not in a position to say just what they would feature in 
their Fall selling. It was their intention, however, to have 
the line in reasonably complete shape by the first of next month 
at which time their men would begin to think about going out 
on the road for the new season. 


~ PHILADELPHIA 


A New Retail Factor 


There seems to have been no abrupt ending of one season 
and the beginning of another this year, and the business has 
merged from one season into the other without an intervening 
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TEXTAN is the Sole for Hustlers 


Active, vigorous men are quick to adopt TEXTAN— 
the Goodrich fibre Sole, successor to leather. They like 
the comfort, the superior wear, the classy appearance, the 
waterproof protection and all the other great advantages. 


TEXTAN is the Sole for hustling stores. 


Every pair of shoes yousell with TEXTAN 
Soles stands a better chance of pleasing the 
customer with longer shoe life and un- 
equalled comfort. This has been proven 
conclusively. 





















A nation-wide advertising campaign in 
newspapers and magazines is extendin 
the ja for shoes with TEXTA 

Soles. People will look to you for this 
twentieth century improvement over leath- 
er soles. 





The list of prominent 
shoe manufacturers, 
who use TEXTAN, 
is rapidly increasing. 
Your manufacturer 
can supply you. 


Made only by 


The B. F. Goodrich Company 


Akron, Ohio 





J f < 





* 


The GOODRICH 


Sole for Shoes 
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dull period, and the present importance of the style factoris 


one that is likely to make the condition a permanent one: Low — 


cuts are not yet being called for very extensively in the shoe 
stores excepting pump styles that are intended for wearing 
with spats. Combinations of colored leathers, and leather 
and cloth tops are finding a special favor at the present time 
and from the sales that are being made already the retail trade 
feels assured that the demand for cloth top shoes will be quite 
strong even during the present Spring trade. 


Fall Line Ready 


The sample lines for the Fall trade of Weimer, Wright & 
Watkin are now completed and their traveling force will begin 
within the next few days to go out on their territories with the 
new goods. 

In the lines of their own manufacture they are particularly 
interested in cloth topping for the Fall season and they have 
accented this feature very strongly in the samples themselves, 
not only in their women’s lines but especially so in the misses 
and children’s shoes. In the children’s shoes they are also ac- 
centing more strongly than ever the high cut patterns. 


Shipping Easter Novelties 


Edgar M. Scattergood of the George H. West Shoe Co. made 
a flying trip to Boston last week buying last minute Easter 
novelties. The Easter novelties now beginning to go out are 
chiefly combinations of either all kid, or kid and cloth tops. 
These are in the lighter shades particularly such as ivory, silver 
gray and the like. 
In Men’s Specialities 


The business of the men’s speciality shoe house of Turner 
Tompkins Company, made a showing for January and February 
of 40 per cent over that of the corresponding period of last 
year and from their Spring booking of orders, they are looking 
for the largest business that has ever been experienced in the 
history of the house. The bulk of this Spring business is on 
tan and black oxfords for the most part, and a notable condi- 
tion is that the percentage of fiber over leather soles is as 60 to 
40 per cent. The business in white goods for men is also very 
heavy and Mr. Tompkins stated that they had bought as many 
white goods for advance Spring business as they had last year 
entirely. In the white shoes there is also a very strong showing 
of fiber soles, these being used particularly with the leather upper 
stocks, while with canvas upper stocks the leather sole pre- 


dominates. 
Doings of a Findings House 


While George T. Laing and his family were at Washington in 
order to take in the inauguration ceremonies, and Mr. Harrar 
was at Atlantic City, Mr. Chamberlin of the findings and supply 
house of Laing, Harrar & Chamberlin of this city said that 
present business is very active in all lines. 

T. B. Weigle, who has been with the house for the past twelve 
years covering the middle West, has had his territory expanded 
to include the Pacific coast, and has just returned to his middle 
Western headquarters after a very successful initial trip in his 


far Western field. The Southern salesman has just started out.- 


To Make McKay Shoes 


The M. & S. Shoe Company of Baltimore is installing ma- 
chinery to make McKay shoes for misses and children. Their 
installation will give them a capacity in this line of from four to 
five hundred pairs a day. This will be added to. their present 
output of 1500 pairs of turn goods. 


ST. LOUIS 


Shoe Features in New Showings . 


With the Spring Openings in the garment shops under way 
there has been a coincident showing of footwear by the retail 


shoe stores and departments. While the footwear displayed 
was most attractive and presented many new designs in the 
cutting of the tops and the combinations of the colorings, it was 
apparent that more and more as the seasons develop there is a 
gradual blending of one season into the next with no marked 
change between Winter and Spring save in slightly lighter 
colorings and lighter weights in the materials. According to 
the showings whites and grays will dominate, with fabrics 
running well, so far as the toppings are concerned with darker 
vamps for contrast. It will require the hotter weather of the 
Summer to bring about any material change in this situation 
and then the local retailers look for a run on pumps, oxfords 
and sport shoes with the last-named in a riot of color combina- 
tions to meet the costume coloring demands. 


Manufacturers and jobbers report the orders coming in 
very satisfactorily, although buying by merchants continues 
to show that conservatism as to volume of purchases is having 
some effect. 

To Form City Association 


St. Louis shoe merchants, with the example of the formation 
of the state organization before them, have taken up the work! 
of creating a strong city organization. For a number of years 
there has been an organization of the shoe men of the south 
end of the city, but none covering either the central district or 
the city'as a whole. It is now on the cards that there shall be a 
large and influential association formed which shall include the 
dealers of the whole city and it is hoped to draw in every man 
engaged in the business, whether in an exclusive establishment 
or a department or general store. 


Active in Adi Club Plans 


Treasurer David C. Biggs, of the International Shoe Com- 
pany, who is chairman of the committee of manufacturers, 
wholesalers and jobbers of the Advertising Club of St. Louis, 
is proving himself one of the most energetic promoters of the 
campaign of preparation for the convention in June of the 
Associated Advertising Clubs" of the World. In a recent ad- 
dress in connection with thé work of raising the entertainment 
fund of $85,000 he declared that the city would receive at 
least $1,000,000 of advertising from the holding of the con- 
vention and that that alone should lead all business men to 


subscribe for the fund. The finance committee is gaining sub- }: 
scriptions very rapidly and there is no doubt on the part of the jj 


members that the huge entertainment fund will be raised early ; i; 
and more than likely surpassed in amount sought. i. 


A Booster for St. Louis 


W. S. Richardson, of Santa Lucretia, Tehuantepec, who has | 
been in the East on a purchasing trip for his company, operating 
in Tehuantepec, passed through St. Louis the past week and 
while in the city, in an interview, gave it as his opinion that a 
study of the conditions under which government contracts 
for footwear are let showed that St. Louis manufacturers were 
not being fairly treated. Mr. Richardson is a shoe expert and 
said that in his opinion the need for an investigation of the 
contract lettings by Secretary of War Baker was a necessary 
and timely step as his experience with St. Louis footwear had 
convinced him that there could be no question. on: that score © 
and that the recently advertised lettings should have gone to 
St. Louis in. consequence of the lowest bids being made by St. 
Louis houses. 

New Construction Planned 

George Warren Brown, chairman of the board, of the Brown 
Shoe Company, has completed -arrangements for the construc- 
tion of a nine-story building at Seventeenth and Locust Streets 
which will front 55 feet on two streets and one hundred and 
fifty-five feet on another. It will stand at the top of a hill 
giving it a commanding position and it will be occupied by 
The Drygoodsman, and a considerable number of allied cone 
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HERE IS AN EXCLUSIVE 
STYLE THAT IS SELLING 





The value of the Dolgeville line is its many exclusive styles. These stand it 
out from the ordinary line of felt slippers. It makes it attractive to show 
and easy to sell. 


Don’t forget that with this Dolgeville line you can make a direct appeal to 
every customer that comes into your store—man, woman or child. 


If you haven’t ordered write us and we 
will see that the line is shown you 


DOLGEVILLE FELT SHOE CO. 
DOLGEVILLE, N. Y. 
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cerns in the publishing, engraving and advertising business. 
It will be completed in time for occupancy in December next. 
The plans call for one of the handsomest structures in the 
wholesale district. 

A Patriotic Service 


John A. Bush, president of the Brown Shoe Company, has 
been placed on the civilian purchasing committee which is to 
aid the government in buying its supplies in case of war with 
Germany for the army and the navy. The committee as a 
whole is composed of the best known and most active men in 
the wholesale district in St. Louis and its aid to the Government 
n case of war will be of great value. 


CHICAGO 


Activity in Retail Stores 


The early Spring demand for new styles has been tremendous 
the past week, particularly in women’s shoes. Full quarters in 
all different light combinations have been one of the big pre- 
vailing sellers, many of the stores claiming they had many 
heavy runs in this particular style. 

O’Connor & Goldberg have felt the rush possibly more than 
any of the others, owing to the number of stores they own and 
operate in the loop, and they just recently put a line of women’s 
shoes in at their Clark Street store and are taking care of all the 
ladies’ trade on the mezzanine floor. 

Mr. O’Connor says that the repair business is continuing 
to grow with such a rapid stride that it has become a difficult 
matter to take care of it. 


Personal Notes 


A. H. Andrews, former president of the Chicago Shoe Travel- 
ers’ association, and general manager of the Whitcomb Shoe 
Co., of Chicago, has just resigned. Mr. Andrews also held office 
as chairman of subdivision number three, (boots and shoes), of 
the Chamber of Commerce: 

Dave Safer, secretary of the Novelty Shoe Co., of Chicago, 
is spending this week in the St. Louis market, contracting for 
many new numbers which his company will feature in the near 
future. 

Novel Store Alterations 


Coens-Houlihan have this week contracted for all the second 
floor of the building which they are occupying at the present 
time. They will turn this into a women’s department, and it 
will be one of the finest in the city of Chicago. No shoe cartons 
will be in sight as one is seated for fitting. In rearranging his 
store, Mr. Coens will remove the repair department to the third 
floor. He will also have a department arranged to take care of 
the men’s business, when it is more than can be easily handled 
on the main floor. : 
Chicago Factory News 


Mr. Drielsman of the Athletic Shoe Co., says business has 
been better than it ever has been before in the history of the 
company, and although they are putting out on the average 
of one thousand pairs a day, they are unable to supply the con- 
tinual increasing demand, and that they are now making ar- 
rangements for increasing the size of their factory. 

Mr. Levie of the Levie Shoe Co., reports that business is 
good, and conditions look very favorable for the coming season 
to be one of the biggest. The salesmen will leave for the terri- 
tories between now and April first. , 

All the salesmen of the J. P. Smith Shoe Co. are awaiting 
the Spring samples so that they may go out to their territories. 

Milton Florsheim, of the Florsheim Co., says that they are 
progressing very nicely and have made much headway towards 
going into their new addition, which was recently purchased 
and that they are looking forward to a big season. Mr. Appel, 


their New York salesman, has been in Chicago the past few 
weeks. 

The J. W. Carter Shoe Co., of Nashville, has been unable to 
make much progress in getting established in their new factory, 
owing to the fact that it is still occupied, but on April Ist, they 
will move all their machinery in. 


’ Results from ‘‘Recorder”’ Advertising 


Mr. Rutledge, of the Crystal Fixture Co., of Chicago, is just 
in receipt of an order from Manilla, P. I. He also reports that 
business has been exceptionally heavy the past sixty days, owing 
to many merchants desiring to liven up their windows prior 
to the big Easter rush. 


CINCINNATI 


High Tide of Activity 


This and next week mark the active beginning of the Spring 
selling campaign of the local shoe manufacturers. The sample 
lines have been in the process of construction during the past 
two months. They embrace everything new and up-to-date in 
styles and patterns. The salesmen are leaving a bit later this 
season than was their usual wont several seasons back. Since 
the local shoe factories are full up to the brim with business and 
have been rushed to the limit of their capacities in making up 
Spring and Summer footwear orders the making of Fall samples 
was a bit delayed. There is a well grounded feeling however 
among the manufacturers that the shoe merchants will readily 
place their orders when called upon by their salesmen and that 
nothing will have been lost in the way of volume business due 
to the three weeks’ delay in getting out after Fall advance orders. 


Colors and Patterns for Fall 


Styles and patterns being shown for next Fall and Winter 
show that conservatism in color scheme and design will be the 
ruling factor. The styles and patterns while pretty and at- 
tractive are not of the gingerbread type. Neatness and harmony 
of color designs make the Fall samples, if anything, more at- 
tractive than the styles and patterns shown a year ago. 


Toledo Convention a Trade Index 


The shoe manufacturers who participated in the displays at 
the convention of the Ohio Retail Shoe Dealers’ Association 
held at Toledo during the week just closed report a liberal buy- 
ing mood on the part of the large number of visiting shoe dealers 
there during the four-day meeting. 


Leather Prospects Reviewed 


One of the interesting addresses delivered before last week’s 
convention of Ohio shoemen at Toledo was that by T. W. Mc- 
Govern, sales manager of a prominent Columbus shoe factory, 
which called attention to the serious shortage of shoemaking 
materials available to the shoe manufacturers, and the high 
prices available supplies are bringing. Mr. McGovern said: 
“‘Manufacturers of shoes and retail dealers are all wondering 
about how much and when to buy for Fall; whether the price 
of shoes will go up or down or stay where they are. 

“‘We must have leather and other suppliesfrom which to make 
shoes so we have been covering, but tanners are accepting busi- 
ness only ‘on a sixty day basis. We are put to it to buy enough 
to make and deliver Fall footwear by August first. A year ago 
we placed contracts without any trouble, but it is a different 
story today. Prices are going to be still higher, for careful in- 
vestigation shows that the kid tanners have no surplus stocks, 
and are actually short of their former output capacities. This 
condition is also true of vicis, calf and cabrettas. 

“Great quantities of cloth are being bought. Prices of cloth 
will shortly be going up but not in proportion to leather and 
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White Vaughan’'s 
Kid or Buck Ivory 
Covered Heel Sole 


DONN D. SARGENT CO. 


SALEM, MASS. 
FACTORY BOSTON OFFICE 
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the use of cloth will help materially to stabilize the leather 
prices. Today we are using fifty per cent more leather than 
ever before in the history of the country. 

“I predict a higher leather and wholesale market with further 


advances by April 1.” 


What’s new in Lynn styles? Many ideas, some in mind, some 
in fact; and altogether proving that the art of designing foot- 
wear, and stimulating the caprices of fashion, still flourishes. 

New barrel effect patterns, combined with fancy stitching 
on the tops, would provide the barrel, or staved side, and the 
further use of colored welting on foreparts, and of aluminum 
lifts in heels, would give hooped effects to bottoms of shoes. 
Hoop style collars on the boot tops are another possible whim 
of fashion. 

Patent leather for Fall is a comer. Japanners are producing 
better patent leather than ever; it is less likely to crack, and it 
holds the shine longer. Boots with patent leather vamps and 
black cloth tops already have been ordered for Fall. 

Another phase of the whirl of fashion is the tendency to the 
revival of buttons. The barrel boots will have button fastenings, 
to match the button trimmings on the new barrel skirts. Patent 
leather boots, with cloth tops, look well, when fastened with 
buttons, to match new trimmings on skirts. 

Now if there’s a tendency towards button boots, and it de- 
velops, that may mean skirts a trifle longer. 

And carrying the argument a bit further, if skirts are less 
short, boots may be less tall. 

“Compromise,” says a Lynn designer, “Keep between the 
extremes and stick to the eight*inch boots that are so successful. 
Skirts too short give a dock tailed effect, that is ugly and boots 
too high give a stilt, or a post effect, as the case may be. Better 
play safe, and stick to the happy medium.” 

Meanwhile, Lynn manufacturers having finished up Easter 
orders, are attending to the very latest Summer novelties, par- 
ticularly white goods, and some low cuts. 


Just One Last 


George E. Coffin Shoe Co., 80 Marshall’s Wharf, Lynn, has 
completed the equipment of a factory to make 1000 pairs of 
ladies’ turn boots daily. He will use just one last for his boots, and 
will feature the latest styles in patterns and leathers. 


One Way to Figure Shoes 


A Lynn manufacturer of a popular line of welt shoes says it 
costs $2.25 a pair to make his shoes, not including the costs of 
upper leather. So, when a buyer asks for a price of boots of gray 
kid leather, he just adds the cost of the leather to the cost of 
making the boots, and that gives him the total cost of the boots. 
For instance, if the gray kid leather cost 60 cents a foot, and the 
pattern calls for four feet of leather, he figures the leather will 
cost $2.40. Adding this to $2.25, he gets $4.65 as the total cost 
of the boots. 

Buyers of shoes may observe from this that they can change 
prices much by changing their selections of upper stocks. 


The Smallest Shop 


F Imagine a shop, completely equipped with machinery, in a 
building smaller than a small shoe store indeed, a building 13 x 20 
feet, or the size of a kitchen. Then you have some idea of the 
factory of L. Sechovicz Shoe Co., Salem, making three cases, 72 
pairs to a case, of children’s turn shoes daily. It is said to be the 
smallest shoe shop, with a complete equipment of machinery, 
in the country. 
Taft Wears Shoes Made in Lynn 


Ex-President Taft visited Lynn shops, when he came to the 
Shoe City to speak the other day. While he was looking around 
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they made him a pair of black kid shoes, No. 11, D wide. He 
allowed they were a trifle large as sizes go, but they fitted. 


On Executive Committee 


S. J. Barnet, of J. S. Barnet & Sons, tanners of calf leather, 
has been chosen a member of the executive committee of the 
Lynn Chamber of Commerce. 


**Woodrow”’ Barton 


Walter F. Barton, production engineer for George C. Vaughan, 
tanner of ivory white leather, Peabody, bears such a striking 
resemblance to President Wilson, that the fellows at the factory 
call him “Woodrow.” 


BROCKTON 


Origin of ‘‘U Calf”’ 


On the occasion of the recent New England Shoe Manufac- 
turers’ trip to the Middle West, under the management of the 
“Boot and Shoe Recorder,” several members of the party in- 
terested in the production of men’s shoes were discussing a 
possible variation for the word “‘split” as applied to leather. In 
this group were Messrs. John S. Kent of M. A. Packard Com- 
pany, Alfred W. Donovan, of E. T. Wright & Co., and M. E. 
Hayward, of The Preston B. Keith Shoe Company. Various 
suggestions were offered, among them the name “Cuticle” calf. 
Suddenly “Al” Donovan exclaimed, “I have it! Let us call it 
‘U Calf’ because the undersea boats are known as U boats, and 
the split comes from the underside of the leather.’”’ The other 
members of the group said this was a good name and agreed to 
use it. Readers of the “Recorder” who have been puzzled as to 
the meaning of ““U Calf” will solve the problem when they read 
this story. 

Added Women’s Welts 


In response to an insistent demand from the trade, The Preston 
B. Keith Shoe Company has added for the Fall season, a line of 
women’s welt boots, made by the unlocked process. They are 
shown in new mannish styles, black and colored leathers, in 
plain, attractive patterns. There are three lasts: wide, medium 
and narrow toes to carry 14 inch to 1% inch heels. These 
women’s boots are now being shown by the company’s salesmen. 


New Lasts Extreme and Modified 


In the men’s line shown by The Preston B. Keith Shoe Com- 
pany there are three new up-to-date lasts: Dunlap, an extreme 
English shape made for shoes by either locked or unlocked 
process; Trinity, an extreme, narrow English toe; and Club, a 
gentleman’s last on a modified, modernized wide toe. There 
are not many cloth tops in the line, but quite a variety of shoes 
made with Neolin and fibre soles and heels, also from the famous 
“U Calf.” 

Descriptions of a few of the many attractive styles in the Keith 
Konqueror samples are: An English bal on the side seam pat- 
tern, made of brown glazed calf with genuine alligator top to 
match. This shoe has no seam in the back stay and is made 
on the Curb last. , 

A genuine wine seal blucher on the Court Street last. A 
genuine brown seal in two-tone effect with contrasting calf top. 
Also in black. and colors with combination tops. A plain 
toe cordovan of mahogany shade on the Curb last, representing 
a strictly high grade shoe. , A tuexdo bal with perforated and 
pinked wing tip, perforated and pinked vamp and perforated 
eyelet row, made on the new Dunlap last by the locked or un- 


locked process. 
: A Special High Grade Line 


Salesmen representing The Preston B. Keith Shoe Company 
will show this season for the first time a line of men’s shoes 
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CONFIDENCE 


Quality is the sales-word of 
the hour and manufacturers 
and merchants who maintain 
quality at any cost at a time 
when quality is being so 
generally sacrificed to price 
are building upon the most 
solid of all business founda- 


tions: CONFIDENCE. 
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is as honest and dependable 
today as it was before unpre- 
cedented market conditions 
tempted those who think 
solely of the profit of the 
hour to lower quality. 


When you sell Gordon you 
sell Satisfaction, build Con- 
fidence and Prestige as well 
as make a profit in keeping 
with the character of your 


: store. 
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GET THIS BOOK OF 


Artificial Flowers & Novelties FREE 
Send now for this book—Just off the press. Shows 
latest styles and hundreds of new designs and decora- 
tions of all kinds. 

Beautifully illustrated in colors—Quoting lowest prices 
ever offered. 


The Guide to Better Window Displays 


Most complete book of its kind published. Your chance to trim 
your windows in a way to make them pull. the secret to 
country’s prize displays. Just your request on a postal or letter- 
head brings it to you free. 


The Adler Jones Service 


The on | bureau devoted tothe betterment of merchandise displeys- 
Personally conducted by our Mr. Harry T. Jones recognized dis- 
playman. His advice and suggestions and sketches are free. No 
obligation whatever. This service is fully described in our book. 
Write for your copy today. 


The Adler-Jones Co. "2 


333 SOUTH MARKET ST. CHICAGO 
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Cut 75 Matrix 35e 
OUR EASTER BULLETIN 


Showing many beautiful illustrations of prevailing 
styles in Men’s, Women’s and Children’s Footwear. 
Mailed on request. 


Your Newspaper advertisements will become most 
effective if you tone them up with Waskow Shoe Cuts. 
Write for our bulletin today 


THE WASKOW COMPANY 


Specialists in Shoe Illustrations 
551-57 W. WASHINGTON ST., CHICAGO, ILL. 
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called “Superfine” and representing a grade better than this 
concern has ever previously produced. These shoes are built 
of the best materials of all makes, are goat trimmed throughout 
and lined with pearl gray twill, making an attractive appearance 
and representing a strictly high grade line. 


Plain and Fancy Effects in Men’s Shoes 


One of the best known, high grade lines of men’s shoes identi- 
fied with Brockton, is that produced by Thompson Bros. Inc., 
who have for many years been associated with this class of foot- 
wear. 


The Fall line, shown by this house, includes many artistic 
effects in lasts, patterns and combinations. Best. selling pat- 
terns, in the opinion of Superintendent Laurie S. Macdonald, 
will be in plain effects, although there are a few of the fancy 
designs, such as cloth tops and génuine buck tops in white, tan 
and champagne shades. These latter are mostly in combination 
with black kid or patent leather. And, by the way, patent 
leathers are expected to show a considerable increase in sales 
during the coming season. 


Darker Shades Best Sellers 


The prevailing shades of Russia calf shown in the Thompson 
line are Havana brown and the darker colors, such as wine and 
mahogany, although the lighter shades are also shown. ‘Two- 
tone effects are brought out in many varieties, ranging from 
extreme light tops with dark vamps to closely matched 
effects. 


Bals predominate in the patterns, as befitting the city type of 
shoes so largely represented, although there are some bluchers 
the latter patterns showing a novelty. Buttons are confined 
principally to the fancy dress footwear. Genuine seal tops, in 
light. and dark shades, are seen in combination with wine and 
russet vamps. A strong line of Thompson black kid shoes with 
calf, kid and ooze linings are-a feature of the sample showing. 
Alligator vamps with seal tops, also brown cordovan, the latter 
éspecially featured, are among the samples. A skating boot in 
tan and black, made on a new and practical pattern, is a — 
attraction. 

Lasts Extreme and Conservative 


In the Thompson line are shown seven new lasts for the Fall 
season, thus: Extreme, a real narrow toe, as its name implies; 
La Salle, another narrow shape, a trifle narrower than the 
favorite Classic; Statler, a narrow recede toe: Tourist, a wide 
English walking shoe; Delco, a combination medium toe; 
Balance, a well balanced wide English toe; and’ Criterion, a 
medium narrow, city shape. These are new additions to an 
already long line of lasts. 


HAVERHILL 


Hazen B. Goodrich & Company, identified with the production 
of women’s turn footwear, have made a new departure for the 
Fall season with a line of women’s opera boots in satin, bro- 
caded silk, cloth of silver, cloth of gold and tinsel brocade. The 
patterns are principally lace with 3 5-8 inch vamps, 84 inch tops 
and carrying full Louis heels. These are in plain and combina- 
tion effects. A few of the many artistic effects shown in these 
opera boots are here described. 


‘ 


Brocades, Satins and Tinsels 


An opera boot of lace pattern with satin vamp in the new 
shadow lawn green. The top is of variegated tinsel cloth making 
a rich combination. 

A lace boot with cloth of silver vamp and silver tinsel bro- 
caded top. A lace boot with gold satin vamp and brocaded gold 


silk top to match. A lace boot entirely of cloth of gold and 
another boot entirely of cloth of silver. 


Street Boots of Kid, Calf and Buck 


In the Goodrich line for Fall there are street boots of kid, 
(bronze kid) calf, buck, Polar Kloth, in gray, tan, brown and 
champagne colors, both plain and combination effects. Many 
of these boots carry imitation wing and imitation square tips. 
Leather and cloth combinations are shown in various shades to 
match and in contrast. Special boot lasts with long pointed 
toes and full Louis heels are used. ‘ 

In addition to the boots mentioned, the Goodrich concern 
shows a full line of women’s turn slippers for dress and evening 
wear, also the usual long line of men’s slippers, emphasizing on 
the better grades. All salesmen are now en route. 


Will Travel in Latin-America 


Rene Brunner of. Guayaquil, Ecuador; who has been in Haver- 
hill the past week, will assist Mr. Bailey, who represents Hazen 
B. Goodrich & Company in Cental and South American coun- 
tries. Mr. Brunner, who is a native of France and speaks several 
languages, has for the past six years resided in Guayaquil, and 
‘is thoroughly familiar with trade requirements in. the countries 
of Central and Latin America. He will start the latter part of 
the coming month, accompanying Mr.‘ Bailey, the territory 
being divided as convenience dictates. 


Talks on the Labor Situation 
The Rotary Club of Haverhill is one of the live-wire business 


- men’s organizations in the city. Its membership is limited to one 


representative of each trade. Meetings are held at noon, weekly, 
at a local restaurant, occupying an hour and a half for luncheon 
and brief business talks. 

At the regular weekly meeting March 8, at which President 
Ball presided, an. address on the future of shoe manufacturing in 
Haverhill was read by Everett Bradley of the Bradley Shoe 
‘Company, one of Haverhill’s young manufacturers. In his 
statements, Mr. Bradley gave a clear and concise account of the 
labor situation in Haverhill and its possibilities for an unfavor- 
able influence upon the present and future prosperity of the 
city. 

Remarks in a similar vein were made by W. Herman Butler, 
President of the Haverhill Shoe Manufacturers’ Association, 
also by George W. R. Hill, vice-president of the “Boot and Shoe 
Recorder’. Publishing Company, both of whom were present 
as special guests. 

Buyer From the Far East 


R. A. French, buyer for B. Katchinski, proprietor of the Parlor 
Shoe Store, San Francisco, was in Haverhill the past week on his 
semi-annual purchasing visit. Mr. French is an Eastern man, 
a native of Maine and having relatives now living in that state. 
He reports a prosperous condition of business in the large es- 
tablishment with which he is associated and a good outlook in 
general for the coming season. 


A New Shoe Manufacturer 


“Undoubtedly, the youngest shoe manufacturer in Haverhill 
at the present time is Ernest Downing Hazeltine, Jr., son of E. 
D. Haseltine of the firm of Butler & Haseltine, Inc.” Thus 
says the proud father, who distributed smiles and cigars to 
callers in honor of the birth of a son, last week. 


Returned from Florida 


Edward A. Witherell of Witherell & Dobbins Company and 
Albert H. Jennings of Carlton & Jennings, two of Haverhill’s 
shoe manufacturers who have been spending the Winter at their 
bungalows in Daytona, Florida, have returned to Haverhill and 
business activities with their respective concerns. 
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YULO-UNIT 





Patented Jan. 12, 1915 








BOX TOE 


Retailers !!! 


More than 250,000 pairs of shoes 
are made up daily with Vulco- 
Unit Box Toes. In quantity this 
represents the greatest testimonial 
of worth ever accorded any make 
of box toes. 


Its impregnability to moisture, 
its ability to retain the shape and 
style of the last, and its great 
durability has led to its adoption 
by the leading shoe manufacturers 
of the country. 


Take care of your customers by 
specifying ‘‘Vulco-Unit Box Toes” 
in all your orders to your shoe 
manufacturer. 





There is only one Vulco-Unit 
Box Toe. It is made by 


Beckwith Box Toe Co. 


108 Lincoln Street, Boston, Mass. 
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The most attractive styles 


and the best quality of ma- 
terial and workmanship have placed 
McMASTER’S Infants’ Footwear 
in the leading stores of the country. 
For the price they are the best 


obtainable. Prompt service on 
stock and immediate orders. 
SEND FOR SAMPLES 


J. J. McMaster tp Rochester, N.Y. 








WILLIAMS’ SHOES 









A complete line of Union Made 
Shoes for Work, Play or Dress. 


Don’t forget Our 
Specialties! 







Williams’ Outing Shoes 
and Williams’ Famous 
“Flame-Proof’’? Molder 
Shoes. 





We shall be 
pleased to submit 
samples and quote 
prices. 


No. 1011 
Brown Elk Outing Bal. Two Elk 
Soles. Bel Tong. 


ARTHUR A. WILLIAMS SHOE CO. 


HOLLISTON, MASS., U.S. A. 
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SIN BROS IV 
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Thompson’s Salesmen Are Out 


On Their Respective Territories 
WITH 


FALL AND WINTER 1917-18 SAMPLES 


A definite idea of the wonderful display of High-Grade Shoe- 
making so prominently developed in the New Season’s line, with 
the addition of Six New Lasts, New Patterns, and many new 
and distinctive Features, strictly in keeping with latest style 
tendencies, can only be satisfactorily furnished with an oppor- 
tunity of showing the complete line itself. The opportunity of 
inspecting is open to any “‘live,’’ ‘“‘up-to-date”’ retail shoe merchant 
for the asking. 


AND FULL DETAILS OF THE 


, Fhompeon Stock Department Lines 
- FOR SPRING AND SUMMER, 1917 


Can be furnished by our men or obtained from our Stock De- 
partment catalog now ready for mailing, and a copy of which 
will be sent you upon request. 


For further, more explicit and illustrated information of the Ad- 


vance Season’s and Stock Department propositions see also our 
announcements from week to week in the “‘Recorder”’ pages. 


HOMPSON BROS. IN 


MEN’S FINE SHOEMAKERS ° 


~~ BESCK TON —— 
NEW YORK BOSTON CHICAGO 
401A Fiatiren Building 207 Essex St. 35 Seuth Dearborn St., Reom 406 


Address all Communications to Brockton (Campello) Mass. 
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Don’t Turn Away 
Profitable Busi- 


ne€SS--You can 
please your trade 
with “Kon. 
queror’’ 


Shoes In 













Konqueror Shoes for men are 
beyond all question of doubt 
the right shoes for you to sell. 


They will please nine out of 
ten men. Appearances are satisfy- 
ing, fitting qualities fine and for wear-- 
well they are all to the good on wear 
too. When selling ‘‘Konqueror”’ 
shoes you have our large stock de- 
partment to draw on at a moment’s 
notice. This gives you every advan- 
tage of our big assortment of styles. 
With our quick delivery service it is 
just like having the same goods in| 
your store. Spring and Summer styles 
now ready toship. Catalogue soon out. 
Arrange to have a copy sent you. 


The Preston B. Keith Shoe Co. 


Brockton (Campello Station), Mass. 

















innumerable complaints. 
—don’t experiment. 


F40—Patent Button............... 
F41—Dull Button................. 
F43—Tan Button. 











By buying good reliable children’s shoes you will {avoid 


Buy Pla-Mates and pl safe g 
5-8 814-124 1214-2 
$2.35 $2.65 , $3.30 
2.35 2.65 3.30 
.. 2.40 2.75 (Not 
Carried) 


WILLIAMS, HOYT & CO. 
ROCHESTER, N. Y. 

















~ 








“*I design and install 
shoe stores complete. 


Consultan expert—without obligation.” 


C-FrQocetars 


of . 
CALVIN L. GOODWIN CO. 
WORCESTER, MASS. 
MFRS. OF SHOE STORE EQUIPMENT 





























In the heart of the Shoe and Leather trades 


peorwick Hotel 
Ly AND 3 oe Ore) 6 OE 


FIFTEENTH AND LOCUST STS. 


Fireproof 
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i GET THEM FOR EASTER 


| Haster week is so near that it will require 
=| haste to have these styles in time. 


= «You will be enthusiastic, as a great 
-/ many other progressive retailers are, 
-¥ when you see the shoes, themselves, 
| for they are values which make them 
| profitable and salable. 


-— Mail or wire your order today. Our 
# service on them is immediate, as they 
Hare in stock. 
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= Leather Louis to 7; 
EH y A,3to7 D6 bo 7: C. 25 to Ts D, 
Fh 1 DENVER OFFICE ‘ LOS ANGELES OFFICE ———; 2% toT. $6.00 


= 218 Charles Building, Denver, Colo. 319 Story Building, Los Angeles, Cal. 
=t TIGER & VOORVAART, Representatives G. C. McATEE, Representative 
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| WINGATE TURNS 


| ARE A PAYING PROPOSI- 
| TION FOR ALL. DEALERS 


This shoe--- 

Pearl Gray Kid Vamp, Fox and 
Collar. 

White Cabaretta Top. 

Polish. 

16 /,--one half Louis covered heel 
Our 52 Last. 





) WINGATE SHOE COMPANY 
’ HAVERHILL, MASS. 
BOSTON OFFICE: ROOM 303, 183 ESSEX STREET 





Just a Minute! 


You can truthfully say these words to your customers when the 
buttons must be changed—if you do the work on a KELLY 
BUTTON FASTENER. ¥ 


And, the buttons will be on to stay—the work done thoroughly 
and economically! 


Note the many features of this machine: 


An adjustable Button Shute—running buttons of all sizes and 
styles. 


(Milos, Pearls and fancies.) 

No tubes—to be mislaid. 

A double hopper—with two styles of buttons ready for use. 

A Fastener regulator—adjustable to make buttons loose or tight. 
A Safety Guard—preventing the scratching of shoes. 

A pointer—showing just where the button will be placed. 





| No Rent 


No 
Royalty 





Write us 


KELLY BUTTON MACHINE CO. 


NORFOLK VIRGINIA 





PRICE, $100—100 coils of wire 
| free—less 2% ten days net cash 
thirty days, fo. b. Dayton, Ohio. 


Board of Trade Building 





March 17, 1917 
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60 South St. 127 Duane St. 
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FOR MEN 


spe touch of beauty cleverly incorporated on 
every Packard Shoe, makes them the easy 
sellers that they are. The elements of utility have 
been carefully thought out, and that’s why we use 





on some models a THE STAG LAST 
No. 576—Gun Metal Bal. Ke 577—Gun Metal Calf 
NEOLIN SOLES and O’SUL- fas Rubber Hed) OAT Bal. (Mat Top) 6. 8.5 
LIVAN’S RUBBER HEELS Stag ..+-eeeeeeees 4.75 Nop So te Bs 
No. 607—No. 26 Mahog- Cc, D. "Airedale... .. $4.25 


any Russia Bal. (Red 


Our experience has proved these leather alternates eel eas ) A To 1 ae Bale hea een, Res 

ee ee a 
. No. s14—No. 26 Mahog- No. 573—Cadet Bal, S. S. 

shoes a most generous use of each and of the pre- : any Russia Bal, S. 8S. 5 5 to 10, B,C, D. Ritz. 

ferred grades. For a seasonable seller we recom- oe. Be ee. 

mend the Stag last featured here. Minch Mocks hole fal 


livan Rubber a” 5 to 
10, B, C, D. - -84.00 


M. A. PACKARD CO. 














BROCKTON, MASS. 
BOSTON NEW YORK 
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A shoe in good taste 
for evening wear 


MARSHALL MADE 


means 


Quality maintained 


C:S:MARSHAICL COMPANY 


BROCKTON, MASS. 
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COUNTER FLEXITY 
MACHINE 


Here is a new machine that you 
can’t be without. It softens and 
opens. the counter, allowing the 
shoe to slip on easily and feel abso- 
lutely comfortable the moment it is 
placed on the customer’s foot. 





No more blisters—no more stiff 
counters—any degree of flexibility 
can be secured without the counter 
breaking away. 


It is already placed in hundreds of 
shoe stores, and their endorsement 
is enthusiastic. 


Absolutely practical! 
Price $25.00 





Terms—10 per cent ten days; 
5 per cent thirty days 


COUNTER FLEXITY MACHINE CO. - LYNN, MASS. 











BRILL ER ER 52 5250 EVEL EY ELEY EL EDEL SYED SY ELEY EY ELEY EL SL EL ET SYS ELEY ELEY ELEY EV ELEN SLLEY VSL LSY ELSI LAMNNNLN LLNNLNANLNLNLNLNLNLLNLNLNNN LALA LANA 





THE HOTEL ESSEX 


BOSTON, MASS. 


The pleasure of contributing to your pleasure and 
profit when in Boston, will always fall to the Hotel 
Essex, if you will test the scope of its service on 
your next visit to the Hub. 


DAVID REED, Manager 


ER ER EL EL EL EL ER EL EL EL ER ED 5 EL EL ER EL SUR 52 52 EL EL EL ER ER SE SL 552 59 59 5 52 SR EDEL ED 52 SP SL EL 52 50 58 52 SE 52 58D 
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ee No. 193—White Sea Island, 

\ White Calf Band Perforated, 
2-inch Half Louis Heel. Sizes. 
and widths: AA, 4 to 7; A, 

' | 31% to 7; B; C, D, 2% to 7. 

| Price $2.75 


No. 176—Same in Silver Cloth 
without Perforated Band. 
Price $3.85 





THE CORRECT DODGE 


will help you maintain your 
old customers and acquire new 
ones. 


4 


We have just issued a new 
folder of In-Stock shoes. Be 
sure you get a copy of this 
\ folder. 


BOK 2 erie AO 


Nathan D. Dodge 
Shoe Company 








) 5-inch Base 
17-inch Over All 


: Write for Bulletins 


) Crystal Fixture Company | 
614 West Adams Street, Chicago 


Newburyport - Mass. 
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Classified and Opportunities Department 


“Recorder” rates for space less than one-eighth 


page per issue: 


Space time 7 times 
1 inch $4.00 $3.00 $2.75 
2 inch 8.00 6.00 5.25 
3 inch 12.00 - 9.00 7.75 
4 inch 15.00 12.00 10.00 


13 times 26 times 52 times 


OSITIONS WANTED: Three cents per word for 
each insertion. 


Minimum amount accepted, 


sixty cents. For other “Want” advertisements, 


five cents per word for each insertion. 
amount accepted, One Dollar. Ads under this head- 
ing will be received up to 5 o’clock Tuesday, P. M. 
When advertisers desire answers to come in care of 
this office, twelve words must be allowed in each ad- 


Minimum 


When advertisers desire re- 


plies forwarded direct to their address, each word of the 


address must be counted in the advertisement and 


paid for accordingly. Answers to ads must be sent 


$2.50. $2.00 
4.75 4.00 vertisement for address. 
7.00 6.00 
9.00 8.00 under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too 


SALESMEN WANTED 


small to open accounts 


POSITION WANTED 


LINE WANTED 





XPERIENCED shoe salesmen wanted for 

Greater New York and surrounding territory. 

Address J60, care Boot and Shoe Recorder, 127 
Duane St., New York City. 


yeas manufacturer of popular-priced 

line of work and semi-dress shoes wants rep- 
resentatives for the following territories: Iowa, 
North and South Dakota and Nebraska. Estab- 
lished business in these states. Line carried on the 
floor. Address A888, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


ALESMEN wanted for popular-price line of 
felt slippers, to devote Sther full time or as 
side line. State experience, territory covered, etc. 
Address A889, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


ANTED-—Salesmen in Northern Ohio, North- 

ern Illinois, Michigan, Indiana and Wiscon- 

sin to handle short line of women’s, misses’, chil- 

dren’s, boys’, youths’ and little gents’ shoes in 

connection with their regular line. Commission 

basis. Only men calling on well-rated concerns 

need apply. Give experience and references. 
Hoosier Shoe Co., Coldwater, Mich. 


XPERIENCED SALESMEN wanted for all 

states for line of ladies’ and boys’ McKays and 

welts carried in stock. Address J58, care Boot and 
Shoe Recorder, 127 Duane St., New York City. 


ee pte ny ge pw salesmen with estab- 

lished trade in all parts of the a in- 
cluding New York, Brooklyn and Jersey, for high- 
grade women’s specialties. We want to hear from 
upright and straight forward men, conscientious 
workers, for whom we have an exceptional oppor- 
tunity. Address A882, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


J rage he pe ove opportunity open to an expe- 
‘4 rienced salesman with trade following, to sell 
complete line of superior shoe dressing. State ex- 
perience. The E. F. Baker Company, 120 Broad- 
way, a 


























HOE SALESMAN with established 
trade to carry, as a side line, the 
best white shoe cleaner on the market. 
Liberal commissions paid on original 
and repeat orders. State territory de- 
sired. THE BEATTY-PIERSON CO., 
2066 E. 4th St., Cleveland, Ohio. 

















POSITION WANTED 


OUNG MAN, 18 years’ retail shoe experience, 
P 5 years of this time a shoe merchant, would 
like to represent reliable firm for Illinois traveling. 
Best references. Address A887, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


OUNG MAN, 23, well educated and thoroughly 
reliable, desires position with shoe manufac- 
turer or wholesaler. Thoroughly experienced in 
stock department of large and well-known manu- 
facturer of most progressive type, and competent 
to take charge of mail-order and catalog work. 
An opportunity for growth in responsibility pro- 
portionate to ability shown is most desired. Best 
references furnished. Address A890, care Boot 








and Shoe Recorder, 207 South St., Boston, Mass. 





= as buyer or manager in 
department or chain store, New York or 
elsewhere. Yourg man, experienced, efficient and 
accustomed to big business. Was executive man- 
ager and head buyer for ‘— chain-store concern 
buying annually several million dollars’ worth of 
men’s, women’s and children’s shoes. Can furnish 

y credentials. Address J56, care Boot 
and Shoe Recorder, 127 Duane St., New York City. 








ESIDENT salesman for Baltimore, Washing- 

ton and ee wants shoés of quality and 

price. Address A847, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 








TO LET 





re need an experienced salesman or g 

in your clothing, furnishing or shoe department, 
would like an interview. Address P.O. Box 103, 
Norwood, Mass. 








HELP WANTED 


B LOWENSTEIN & BROS., INC., Memphis, 
e Tenn.—We require a manager for our shoe 
section. Must be young, energetic and familiar 
with the highest-class trade. erence will be 
given to second man in large and successful depart- 
ment or specialty store. AD ly directly by letter, 
outlining experience in detail. 


(OREMAN—Man experienced in felt slippers, 
; for large, growing ew York house, with abil- 
ity to become factory superintendent after proving 
his worth for that position. good and ad- 
vancement rapid to right man. ust have had 
experience in felt or leather shoes. State full par- 
ticulars, references, and salary desired. R. V. 
Colton, 129 Fulton St., New York City. 


pt mennyy. pete tid voued it cae — 
char, new actors in ii est, maki 
high-grade women’s McKays. Fine opportunity 
for growth to the right man. Give experience and 
full particulars. Address A872, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 

















LINE WANTED 


ws TED—Strong, popular-priced factory line 
on commission by experienced retail shoe 
man, acquainted in territory. Best references. 


Address S. P. Hedges, Neosho, Mo. 


UCCESSFUL salesman desires line suitable for 
) jobbers, mail order houses and retailers. Can 
bring you a very large volume of. business with 
right line. Would make small investment if favor- 
able. Highest credentials. Address A885, care 
—— and Shoe Recorder, 207 South St., Boston, 
ass. 











. or MAN with business ability, not afraid 

of work, wishes to connect hi with large 
manufacturer or jobber. salesman. t 
present man of large retail men’s store. 1 
reference. Address A886, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


MANUFACTURERS TO JOBBERS 
ANTED a line of children’s shoes. G 
metal and patent leather button McKay. 

Send 2 pairs as samples—1 pair 
and 1 pair misses’ patent leather. Also infants’ 
turns. Sand © peice saring bese bag no heels, dif- 
ferent styten. Iso soft-sole baby shoes. Send 12 
pairs different styles. Quote lowest and 
will be paid for on — of same. 


terms. 
Also a line Len = shoes in McKa Goodyear 
welts, on com a Se and retail 





HOE STORE TO LET—With all up-to-date 

ures, in ury. Best location. 28 years 

a shoe store. Reasonable rent, and lease if desired. 

Address E. D. Hanley, American House, Ames- 
bury, Mass. 








FOR RENT 


OR RENT—Store in one of the best sections of 

Brooklyn, N. Y. Has been occupied as a re- 

tail shoe store for over twenty-five years. For par- 

ticulars write C., care B. R. Sherwood, 367 
Fulton St., Brooklyn, N. Y. 


HAS space to rent for shoe department in 

largest ladies’ specialty store in Dayton, han- 
dling only better-grade merchandise. Communicate 
with pe fe I. Stiner, Miami Hotel, Dayton, Ohio. 














FOR SALE 


ae SALE—Shoe store, inventorying about 
$20,000 in fastest growing town in the South. 
Here is an exceptional opportunity. Do not write 
eae mean business. For reasons for selling, 
es lars, etc., address A884, care Boot and Shoe 
ecorder, 207 South St., Boston, Mass. 


FR SALE—Shoe store in Middle West. City 

14,000 people. Exceptionally well located in 
very rich agricultural region. Stock in excellent 
condition, both as to desi sizes and lines of 
goods. Inventories approximately $25,000. Net 
a on last year’s business over $7,000. Reason 
or sale, death of owner. This is an exceptional 
opportunity for the om man, as the estate must 
be closed. Address A880, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 














WANTED TO PURCHASE 


ANTED—Out-of-date merchandise, dry 

, shoes, clothing, men’s and women’s 

furnishings, etc. Highest references. Joseph Lan- 

dau, Commission Brokerage, 2002 Beaver Ave., 
Pittsburgh, Pa. 


CASH PAID 


for shoe stores or surplus stocks ef shees 
or for ether merchandise. Leases taken 
over. We will send a representative te 
investigate and make effer upen request 


Max Kalter Mercantile Co. 
100-102-104 Grand St. New York City 
Phone Spring 9413 
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Changes in Business ¢ ¢ 


The Last Week’s Failures, Suspensions and Changes | 


Failures 


Boston.—Adam Kuleszo, shoes, etc., reported assigned. 
Fall River, Mass.—J. Larkin, shoes, reported offering to compromise at 25 per 
cent. 
Salem, Mass.—Vatterlin’s Shoe Shop (H. T. Vatterlin, Proprietor), shoes, etc., 
repoi oa ’ soe 
Revere, Mass.—Alphonso Chary, shoes, etc., reported filed a voluntary petition 
in bankruptcy, with liabilities of $877.48 and no assets. 
———— a.—Goldstein Bros., shoes, reported compromise effected at 
per cent. 5 
Clayton, Ala.—Max Minkoff, shoes, etc., reported meeting of creditors was 
ed for March 10, last. 
Hartford, Conn —Richard Sarapas, shoes, etc., reported petitioned into bank- 


ruptcy. 
Thomson, Ga.—Myer Steine, shoes, etc., reported offering to compromise. | 
Vidalia, Ga.—B. A. Conner & Co., shoes, etc., reported offering to compromise 
at 50 per cent. ) 
Atlanta, Ga.—Jones Shoe Store, shoes, reported petitioned into bankruptcy. 
Decatur, Ill.—Joseph Loeb, shoes, reported offering to compromise at 25 per 


cent. 

Colfax, Ia.—H. L. Robinson & Bros., shoes, etc., reported petitioned into 
bankruptcy. 

Cherryvale, Kan.—W. A. Clark, shoes, reported petitioned into bankruptcy. 

Neodesha, Kan.—Fred Merkle, shoes, reported meeting of creditors was sched- 
uled for March 16, last. 

b . Ky.— y Co., shoes, etc., re} ed assigned. 

Chicago, Ill._—Martin Johnson, leather and Endings. reported A. J. Thomson 
of the Shoe and Leather Mercantile Agency, ic., was appointed trustee 
for benefit of creditors. Johnson has liabilities of about $5,000, and his 
stock of merchandise and accounts receivable are believed worth between 
$1,500 and $2,000: 

Monroe, La.—Stovall Sales Co., shoes, etc., reported petitioned into bank- 


ruptcy. 

Mankato, Minn.--Wm. A. Craver, shoes, reported petitioned into bankruptcy. 

Rich Valley, Minn.—H. R. Elston, shoes, etc., reported assi 

Ulen, Minn.—Elen Co-operative Co., shoes, etc., pocathe ms ay 
extension 

Wacousta, Mich.—Daniels & Cooley, shoes, etc., reported a voluntary petition 
in ma wee 3 has been filed - Edward T. Cooley, individually and as a 

the firm of Daniels & Cooley, scheduling liabilities of $4,600 and 

assets of $4,000. 

Moberly, Mo.—N. David, shoes, etc, reported offering to compromise at 33 1-3 





ed. 
asking general 


er cent. 
St. peal Mo.—Filsinger-Boette Shoe Co., shoe manufacturers, reported ask- 
ing general extension. 


New York City.—Joseph Finkelstein (294 Broome St.), wholesale shoes, re- 
ported oj into bankruptcy. Reported receiver appointed. 
Ellenburg, Y.—W. C. Bennett, shoes, etc., reported petitioned into bank- 


ruptcy. 

Fayetteville, N. C.—Vann Trading Co., shoes, etc., reported offering to com- 
promise at 25 cent. 

Mount Olive, N. C.—Ward Dry Goods Co., shoes, etc., reported offering to 
compromise at 33 1-3 cent. 

Wilson, N. C.—Brown & Pearson, shoes, etc., reported petitioned into bank- 


ruptcy. 5 
Saugerties, N. Y.—Zachary Tepper, shoes, etc., reported petitioned into bank- 


ruptcy. 

Portland, Ore.—Armishaw Bros. Shoe Co., shoes, etc., reported assigned. Re- 
ported liabilities, $15,000; assets, $9,000. 

Scranton, Pa.—Sarah Swartz, shoes, reported sold out under execution. 

Somes Pa.—Mayer Wald, shoes, reported assigned. 

Greers, 8. C.—Mutual Mercantile Co., shoes, etc., reported offering to com- 

romise at 40 per cent. : 

Leesburg, Va.—T. L. Elgin, shoes, etc., reported assigned. 

Edmonton, Alberta.—E. M. Foster, shoes, reported assigned. Reported meet- 
ing of creditors called for March 12, iast. 

Winnipeg, acai G. Middleton & Co., Ltd., wholesale shoes, reported 
assigned. 


Changes 


Boston.—Arthur W. Pope Co., shoe manufacturers’ goods, Mr. Arthur W. 
Pope retiring from business, and the H. G. MacDougall Co. have pur- 
chased the stock and good-will of the Arthur W. Pope Co., and will con- 
tinue to serve the customers of the Arthur W. Pope Co. 

Universal Leather Co., Spontgaontet for $10,000. 

Brockton, Mass.—W. L. Douglas Shoe Co., shoe manufacturers, authorized 
capital increased to $3,500,000. 

Haverhill, Mass.—Rose Zubich (wife of Harry), shoe manufacturers, filed mar- 
ried woman’s certificate. 

Springfield, Mass.—Rosa, Ductsch, wife of John, shoes, etc., filed married 
woman's certificate. 

Mulberry, Ark.—T. A. Porter, shoes, etc., succeeded by Fair Store. 

New Haven, Conn.—Gamm-Coleman, shoes, etc., incorporated with authorized 
capital of $10,000. 

Hartford, Conft.—Jas. Lawrence & Son, shoes, Wm. J. Trent admitted. 

we Ill.—Ashland Mfg. Co., shoe manufacturers, succeeded by Thos. E. 

. ilson & Co., Inc. 

Rockford, Ill.—L. Armstrong & Son Co., wholesale and retail shoes, incor- 
porated with capital of $50,000. 

Gillespie, Ill.—Ahrens & Weinberg; shoes, etc., dissolved partnership; suc- 
ceeded by John L. Ahrens. 
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RUBBER DIRECTORS 
ELECTED IN 
NEW YORK 


NEW YORK—At the annual 
meeting of the United States Rubber 
Co., held at New Brunswick, N. J., 
last Tuésday, the following directors 

vere elected. 

James S. Alexander, New York 

ty; Walter S. Ballou, Providence, 

. I.; James C. Brady; New York 
City; Nicholas F. Brady, New York 
City; Middleton S. Burrill, New 
York City; Samuel P. Colt, Provi- 
dence, R. I.; Harry E. Converse, 
Boston, Mass.; Edgar B. Davis, 
Brockton, Mass.; James Deshler, 
New Brunswick, N. J.; James B. 
Ford, New York City; Francis L. 
Hines New York City; He “ 
Hotchkiss, New Haven, Conn. ;\Will- 
iam S. Kies, New York City; Lester 

land,. Boston, Mass.; Samuel M. 

icholson, Providence, R. I.; Ray- 

mond Price, New York City; 
Homer E.. Sawyer, New York City; 
Charles B. Seger, New. York City; 
William H,. Truesdale, acai 
Conn.; Theodore N. Vail, Boston, 
Mass., and Elisha S. Williams, 
New York City. 
. The Board of Directors elected at 
the annual meeting, met at the New 
York office of the company, 1790 
Broadway, March 22, and organized 
by the election of the following 
officers for the ensuing year. 

Samuel P. Colt, erg James 
B. Ford, vice-president; Lester Le- 
land, vice-president; Raymond B. 
Price, vice-president in charge of 
development department; Homer E. 
Sawyer, vice-president in charge of 

footwear department; Elisha S. Will- 
jams, vice-president in charge of 
mechanical departments; Samuel 
Norris, secretary; John D. Car- 
berry, assistant secretary; W. G. 
Parsons, treasurer, E. J. Hathorne, 
‘assistant treasurer. 

A eye feature of the season 
was the dinner at the Metropolitan 
Club, tendered on Wednesday eve- 
ning to the directors, officers, counsel 

nd operating staff by President 
Colt. There were nearly 60 leading 
men of the company present. The 


menus were decorat with views 
> 


of the > plantations in 
Sumatra. e banquet room was 
decorated in a novel and most ef- 
fective way, with rubber. The cen- 
Jtral ornament was built up of auto 


tires. The boutonnieres were flow- 
ers, in natural colors, made of rubber. 

Colonel Colt presided as host and 
as toastmaster, and addresses were 
made by Otto H. Kahn, Homer E. 
awyer, William S. Kies, Hon. Le- 
Baron B. Colt, Edgar B. Davis, 
Francis L.: Stetson, M. L. Schiff, 
Victor E. Mitchell and Dr. E. M. 
Stires. 

A fine musical program was ren- 
dered during the banquet by Nahan 
Franko and his orchestra. 








HILDREN’S 
3; SHOE TRADE 


Three Different Opinions 


BOSTON—“The plain effects and 
refined look appeal to the con- 
sumers of high grade misses’ and 
children’s shoes,” says a leading 
down-town merchant, “and yet I 
know that factories producing this 
class of footwear have relatively 
few calls for the best grades, as the 
price makes them almost prohibitive 
to sell in any quantities.” 

Another merchant with two stores 
catering to the lower price trade, 
says: ‘““My largest benefit from my 
children’s shoe sales is in bringing 
parents to the store. Getting a 
proper mark-up above present costs 
is a problem that I have not yet 
been able to solve satisfactorily, 
and I have been obliged to buy more 
carefully and accept some modifica- 
tions in my grades in order to serve 
my trade without reducing profits 
to the vanishing point. bought 
only the other day a boy’s shoe with 
a pieced vamp for a dollar bill, and 
consumers will have to take them, 
unless they can raise their , price 
limit. I certainly cannot sell-them 
for less than I am now doing.” 

- In contrast to this is the state- 
ment made by the high grade down- 
town store that there is no appre- 
ciable decrease in volume and chil- 
dren’s novelties are going well and 
at satisfactory prices. 


Bie ST. LOUIS 
EXPORT 


Russian Orders Over Eight 


Million 


ST. LOUIS—The export opera- 
tions of the Brown Shoe Company, 
with especial reference to the ship- 
ments to Russia, are being pushed 
along and the quantity going for- 
ward is increasing rapidly as the 
plants handling the work are speeded 
up and the material supplies come 
in. The aggregate sales made by 
the Russian representative of the 
house, A. S. ren who was 
formerly in the Mississippi territory, 
are being confirmed in accordance 
with the original contracts of sale 
and the goods are being put in work 
steadily and shipments being made 
continuously. o doubt is now 
felt by those handling the business 
at this end of the line that the total 
sales of eight and a quarter millions 
for 1917-18 delivery will be fully 
confirmed. 


Letter Advertised 


A letter was advertised in the 
Boston Post Office for week ending 
— 17, for the Decker Rubber 

0. . 





LL YOUR STOCKS 


ARE GOOD » 


Every Pair Worth Every Cent You 
Paid in Case of Eventualities 


Forget Alarmist Talk 


While it is not the province of a 

business publication to discuss war 
matters, yet business interests must 
be so directly affected that the 
present situation cannot well be 
ignored. In case of eventualities of 
the meeting of Congress, April 2nd 
or prior thereto, the business man 
after demonstrating his patriotism 
naturally gives some thought as to 
the trend of business. 
. It is creditable to the good com- 
mon sense of the American people 
that the alarmist talk has been 
treated generally with the contempt 
it deserves. In the last few months 
we have received many communica- 
tions from prominent men in the 
industry on the uncertainty of 
business and that the movement 
of merchandise is being retarded. 

We have been informed that. the 
only safe shoes for the merchant to 
buy are black in color and that 
prices are prohibitive to the mer- 
chant and to the customer. Events 
seem to justify the opposite through 
the fact that if war is declared, 
merchandise in every shoe store in 
the land will be worth every dollar 
asked—and the man who has ample 
stocks will be the better prepared to 
fill the needs of the public. Through 
our London and Paris correspond- 
ents, we have been in touch with 
conditions since the war began and 
have learned that those merchants 
having shoes on hand at the begin- 
ning of hostilities were able to get 
the price they asked, and that what 
they are now suffering is a shortage 
of footwear to sell at any price. 


In April, 1898, We Said 


Going back in our files we take 
from an issue of the “Recorder” of 
April, 1898, when war was declared 
with Spain, and quote the following 
which Seon on the present situation. 

‘*War is not an ideal condition 
it is true, and is something to be 
avoided if possible, but wars will 
come to nations as surely as 
personal disputes will come to 
individuals, and the more we 
attempt to evade the issue or 
dodge the responsibilities, the 
more serious will be the com- 
plications that must finally be 
faced. While the whole people 
are called upon to make sacri- 
fices to some extent in case of 





war, it must be remembered that 
the actual fighting is confined to 
a comparatively small number 
of soldiers. The mass of the 
people remain practically un- 
disturbed in the engagement of 
their usual occupations. If any- 
thing, business is’ speeded up, 
there is more money for pur- 
chasing at retail,-and the debt 
is loaded.on to the future. 

‘In short, there is no reason 
why any business man should 
allow himself to be influenced | 
by the talk of alarmists. Busi- 
ness and industries haye survived 
all previous wars and have found 
periods of special ~ prosperity, 
while wars were in progress. "A 
strong,government' gives the best 
guarantee for business prosperity 
and in resolutely upholding the 
government in a contest business 
men are best serving their own 
interests.”’ 

We cite the above in view of the 

ublication of pessimistic matter b 
Individuals who have been out 
touch with conditions in the trade 
and who jump into the’ limelight 
without knowing the basic facts. 


Shortage of World Supplies 


As to world wide conditions, there 
is a shortage of leather the world 
over. A slight increase in the 
ay ey of South American skins 

as been in large measure absorbed 
by enormous British purchases. 

The three year Russian prohibi- 
tion on the killing of calves is still 
in effect. While arrangements have 
been made for a limi export of 
hides and skins from Russia the 
enormous military demands from 
that country are not only absorbing 
production but a large part of our 
American exports are being re- 
shipped to the Russian army and the 
civilian population, there will un- 
doubtedly be an immediate demand 
for an immense store of United 
States army footwear. 

The tag oy prices and domestic 
demands for both sole and upper 
leather do not seem to show the true 
situation in regard to actual values 
and a higher level seems likely to 
come, following the present soft 
spots in a dull period. It is pos- 
sible that there may be a f 
weakening the upper 
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market, but there is every indica- 
tion that sole leather prices will 
hold firm and probably go higher. 

Whether the domestic shoe trade 
in point of volume of pairs improves 
or not, there is something stronger 
still back of the situation, according 
to current opinion in the leather 
market. Our tanners generally feel 
that leather is valuable property 
today, vécause sooner or later Amer- 
ica will be called upon to replace the 
impoverished stock in foreign coun- 
tries when the seas are again clear. 
Germany and Austria will be large 
buyers of hides and skins, but must 
have leather for immediate use, 
while the raw stock is being run 
through their own tanneries. 
America will be called upon to supply 
shoes of leather for England and the 
Continent at the end of the war and 
for a year or so thereafter. The 
many new connections made on 
American tanners since the war will 
result in these new customers re- 
maining on their books as buyers 
for years to come. 


FrAcTorY NEWS 
NOTES 


ALLENTOWN, Pa.—Through 

the enterprise of Samuel W. Traylor, 

of the Traylor Engineering & 

is. Co., who has recently been 

ing investments in other lines 

Shen the manufacture of heavy ma- 

ohi , Allentown will soon have 

one the largest women’s shoe 
factories in the country. 


PHILADELPHIA—The William 
C. Callahan Co. Inc., has just re- 
ceived its charter from Harrisburg 
and will proceed at once with the 
manufacture of women’s shoes. This 
concern succeeds William C. Cal- 
Yahan in shoe manufacturing business. 


ROCHESTER, N. Y.—Certificate 
of incorporation has been filed by 
the Eady-Quance Shoe Co. Inc. to 
manufacture and sell boots, shoes, 
etc. capital stock $50,000. Incor- 

rators: Ernest W. Eady, Otsego, 

ich.; James Quance, C. Porter 
Downs, etc. 


NEWARK, N. J.—A real estate 
transaction in which the considera- 
tion is said to be $100,000 has been 
consummated by Cohen & Miller 
realty operators of this city, whereby 
the S. K. Co. leather manu- 
facturers of Peabody, Mass. are to 
ae a new plant at 599-613 Third 

t. 


BOSTON—Among the new cor- 
rations, whose papers have been 
ed, is the George E. Keith Hides 
Co. of Brockton, capitalized for 
$100,000. Eldon B. Keith, treasurer 
of the George E. Keith Co., is presi- 
dent and treasurer, and Oscar C. 
Davis, another officer of the George 
E. Keith Co., is clerk. The new cor- 
ration is in connection with the 
rm’s shoe business. 


COLUMBUS, Ohio.—The Cleve- 
land Shoe Mfg. Co. has increased 
its capital stock from $75,000 to 
. $150,000. 


BOSTON—United Last Co., a 
subsidiary of the United Shoe Ma- 
chinery Co., has purchased Krentler 
Brothers Co., one of the largest last 
manufacturing firms in the West. 
It has factories in St. Louis and 
Milwaukee. No change in the 

licies of the company will be made. 

ts business will be operated as the 
Krentler Brothers Co. branch of the 
United Last Co. 


OMEN’S SHOES 
ORDERED BY 
RUSSIA 


HAVERHILL, Mass.—Hilliard & 
Tabor, Inc., manufacturers of wom- 
en’s footwear, have secured an order 
from Russia for women’s welt and 
McKay boots, the amount involved 
being about $70,000. These boots 
are to be of black kid and calf, made 
on broad toe lasts, to carry military 
and Cuban theels. The sale was! 
made by Vice-President Frank I. 
Hilliard of the concern through 
New York buyers representing Rus- |! 
sian interests. Transportation ar- 
rangements will be made by the/| 
purchasers and deliveries will com- |! 
mence in about six weeks’ time. 








BROCKTON, Mass.—Two orders 
a total of about 2500 pairs of shoes, 
have been ship to Vladivostok, ! 
Russia, by registered mail by the 
W. L. Douglas Shoe Co. 

Priced at $5 a pair at the factory, 
the shoes will be worth more than 
double the price when they arrive 
at their destination. 


ESTRICTION 
IN ENGLAND 


LONDON, Eng., March 10— 
The leather trade ma said now 
to be practically wholly under Gov- 
ernment supervision, and light de- 
——— of sole leather are very 
difficult to obtain. As regards the 
restrictions mentioned in the Prime - 
Minister’s s , the trade gener- | 
ally takes it these apply to what 
eo | be described as fancy materials, 
such as glazed kid. Boot and shoe 
manufacturers continue very busy, 
as may be gathered from the official 
figures, showing that over 34,000,000 
pairs of boots have been supplied 
to the British and Allied armies 
since the commencement of the war. 
The output is being maintained with 
the greatest difficulty owing to the 





— military s on skilled 
ATIONAL CONVEN- 


TION OF CASH 
REGISTER MEN 


DAYTON, Ohio, March 23 (By 
Telegraph)—The national cash regis- 
ter forces mobilized here March 21. 
In honor of the convention of the 
entire American selling force of the 
National Cash Register Co. flags 
were raised all over the city. With 
seven hundred present from all sec- 
tions of the country to consider an 
educational program of unusual 
importance, the men got down to a 
study of the latest ideas in store sys- 
tems, and began the exchange of 
ideas regarding improving existing 
methods for taking care of trans- 
actions between salespeople and 
customers. The advantages of the 
new credit file just on the market 
received study, and approaches and 
demonstrations were enacted in full 
lifelike detail on a big stage. Sales- 
men called upon for suggestions 
responded with several hundred new 
suggestions. 

he object of the convention is 
to find out how better to benefit 
the merchant, the salespeople and 
the customer. The convention re- 
mained in session for the entire 








week. 








HE ST. LOUIS 
MARKET 


Buying Falls Off Ten Per Cent 


ST. LOUIS—As the season on 
the road progresses it is becoming 
evident that prices and general con- 
ditions are woo | their effect on 
the orders placed the merchants 
for the early Fall and Winter 
delivery. While the aggregate in 
value of the orders received con- 
tinues to show much the same 
percentage of gains as has been 
reported now for several months the 
number of dozens is not showing 
any gain and in most cases, if not 
all, is showing a tendency to stand 
still and even a loss. In the case of 
one large concern this tendency 
has become most marked in the past 
two to three weeks. Up to the 
middle of February the volume in 
dozens had ~ or 8 88 
the same period a year ago, but in 
two weeks following the middle of 
February enough losses had been 
sustained to make the loss in dozens 
nearly ten per cent and the loss is 
a to appear in the order 
blanks. At that the money value of 
the goods sold is heavily in excess of 
the goods sold last year and probabl 
will continue so, with the high lev 
of prices which prevails. Inquiry 
among the houses generally through- 
out the market shows much the same 
state of affairs, the ntages 
varying according as whether the 
salesmen started early or late on 
their trips. The heaviest losses are 
being shown by those houses whose 
salesmen got out on the road earliest 
and the entages decrease as 
the time of de re for the road 
was later. The analysis i 
situation made by the sales ~~ 
is that the merchants are finding 
that they have available stocks in 
excess, proportionately, of what 
they had a year ago and therefore 
are not inclined to buy any more, 
in actual quantities, than they feel 
their trade will absorb. Another 
thought in connection with this 
matter, held by the sales managers, 
is that merchants are more gen y 
convinced than ever before that they 
can get from their customers what- 
ever price the situation as to whole- 
sale cost warrants and that therefore 
here is no reason for speculating. 


HOE STUDENTS 
GRADUATE 


BOSTON, March 20—The pupils 
of the 1917 shoe and leather class of 
the Boston Continuation Schools 
will receive their graduation certif- 
icates at 48 Boylston St., Monday, 
April 2. The exercises will be at- 
tended by Secretary Thomas F. 
Anderson of the New England Shoe 
and Leather Association, W. H. L. 
Odell of Besse, Osborn & Odell and 
other representatives of the shoe 
and leather trades. 

Yesterday the Pupils, in charge of 
Instructor James W. Dyson, visited 
the factory of the Stetson Shoe 
Company, South Weymouth, under 
the escort of Charles T. Heald. 


FLAG FOR 
EVERY SCHOOL 


A. E. Little of Lynn, is offering a 
flag to every church and school in 
Lynn, one to fly on the roof and one 
ood yo | _ e — a 

t and show it by displaying 
‘Old Glory.’ ” . 








DE 
BENEVOLENT FUND 


Will Soon Reach $50,000 








BOSTON—Elisha W. Cobb, Bos- 
ton’s well-known leather manufac- 
turer and merchant, is back from a 
vacation of several weeks in Florida, 
and is busily engaged in completing 
the work of organizing the member- 
ship and permanent fund of the 
Boston Leather Trade Benevolent 
Society. 

The society now has more than 
100 members, contributing $10 each 
a year, and upwards of 30 prom- 
inent concerns and individuals in 
the leather trade have made con- 
tributions to the permanent charity 
fund of from $100 to $500 each. 
The rapid growth of this fund is 
particularly gratifying to the found- 
ers of the society. 

Messrs. Marcus Beebe, of Lucius 
Beebe & Sons, and Henry H. Proc- 
tor, of Proctor-Ellison Co., have 
consented to act as Trustees of the 
permanent fund, which it is hoped 
will eventually amount to $50,000, 
and the society has been fortunate 
in 8 ing the voluntary assistance 
of Mr. Roland M. Baker, the well- 
known tanner. Mr. Baker, who has 
his private office at Room 404, Rice 
Building, 10 High Street, Boston, 
is giving a large portion of his time 
to this work. 

A supplementary circular has been | 
sent out to the leather trades which 
reads in part as follows: 

“We are asking you to subscribe 
towards this fund generously, and 
we know you will do so to an extent 
that will express your approval of 
the cause and plan. 

"The way B gen serve as neces- 
sity arises, to i 
needy members of the trade, in- 
cluding Office Clerks, Store Clerks, 
Salesmen, Porters, and even un- 
fortunate Principals and their fam- 
ilies, who are found worthy o 
assistance (and most of them are), 
after a full investigation by an 
elected committee. 

“This Society gives you the o 
tunity to quietly help many old or 
unfortunate members of the trade, 
and it will give us all real pleasure to 
ae 2 done, and x Ps : — 
possi manner, a. i 8 
charity near at home. — 

“Many of our trade have been 
prosperous, perhaps most of them, 
recently; but there are all the time 
the few who have not, and most of 
them have done the best they could, 
but have not the ability of the* 
successful man. « 

“Let’s take care of them and 
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make them happier, and ourselves 
happy, as giving cheerfully and wise- 
ly always does. 

“Spirituality is a real force, and 
the helping of the weak or unfor- 
tunate is perhaps the very best 
expression of it, and the cash cost is 
so little. 
_ “Many of the trade have responded 
immediately, generously and. with 
enthusiastic approval. We believe 
all others will. 


OMAN LEATHER 
MEASURER§ 


Miss Grace Mack has just been 
officially appointed a measurer 
leather in the State of Massachu- 
setts, and is believed to be the first 
female leather measurer in the cout- 
try, having passed the examination 





































with highest honors. 
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YE CASE 
VICTORY 


Merchant Not Responsible for 
Injury 


CLEVELAND Ohio—The Cleve- 
land shoemen have been watching 
with interest the case of Mary 
Mercer vs Simen and Eckert, accord- 
ing to O. K. Dorn, East Sixth Street 
shoe merchant and President of the 
Shoe and Leather Club of Cleve- 
land; and he feels that the Simen 
and Eckert Co. have rendered shoe 
merchants everywhere a_ valuable 
service in the manner in which 
they conducted it, for if the case 
fad been lost, a precedent might 
have been established which could 
perhaps have proven costly to other 
shoe merchants. 

Mrs. Mary Mercer, the wife of a 
street car conductor, claimed that 
on December 8, 1916 she took a 
pair of gray kid boots with suede 
tops to the S. & E. Shoe Co., 730 
Euclid Ave., Cleveland, to be dyed 
black. She claimed further that she 
suffered injury from the result of 
wearing said dyed shoes, which, she 
claimed, was caused by negligence on 
the part of the S. & E. Shoe Co.-in 
allowing their porter to use a dye 
containing carbolic acid and other 
isonous substances. -She_ there- 
Rees the S. & E. Shoe Co. for 
The case was tried before Judge 
White of the Cleveland Municipal 
Court, and-a verdict in favor of the 
defendant was han down on 
Thursday, March 15th. 


ON’T BUY 
THESE SHOES 


Stolen from Auto—Beware 


NEW YORK—On March 21, 
there was stolen from the machine 








of 4%, Propper Bros. one package con- 


taining nine pairs of patent leather 
pumps bought from W. D. Hannah 
of the box. . The shoes were as fol- 
lows: three pairs 8912, three pairs 
8911 and three pairs 2607. 

These stolen shoes no doubt will 
be offered for sale in some retail 
store in New York. 

If they are offered for sale will 
the shoe merchant solicited com- 
municate with Propper Bros., Ster- 
rot Shop, 15 West 125th St., 


es 
ACCEPTANCES 





BOSTON—The subject of trade 
acceptances will be discussed at the 
text meeting of the New England 
Shoe Wholesalers’ Association. 






















Today the Shoe Merchant Must 
now the Entire Garment Trend 


with the name Hannah on the front 4 





RCHANTS 
MEET IN OLD 
ABSINTHE ROOM 


NEW ORLEANS—Another gath- 
ering of shoemen around the ban- 
quet table occurred last week when 
a number of shoe dealers and others 
enjoyed a dinner in the Old Absinthe 
House. This famous place recently 
installed a restaurant feature. The 
place is known to every visitor that 
comes to New Orleans. It was es- 
tablished at Conti and Bourbon 
Streets in 1818, and so long has 
absinthe dripped on the marble 

iece that a faiee has been worn. 
he dinner was arranged by Paul 
A. Tuschick and C. F. Crassons. 
Among the toasts offered, was one 
to President Wilson. Those who 


took part in the entertainment were | g00d 


C. E. Crassons, Paul A. Tuschick, 
C. H. Weatherly, S. Hart, William 
Oldenburg, J. H. Ravain, C. Jose 
Crassons, R. A. Monaghan, M. F. 
Duff, Albert Ravain, C. A. Crassons, 
J. W. Armshaw, Seenge Olsen, 
George Warner, Charles Surgi, Ed. 
Eustach, A. Verlaque, J. Verlaque, 
M. Boze, Robert Miller, O. Wintler, 
F. Pizanie, Howard Crassons, F. G. 
Govan. 


ON’T GIVE 
MONEY TO FAKE 
SOLICITORS 


A fake subscription solicitor is 
operating in Texas. He signs him- 
self, N. Newman, representing 
the Chicago Magazine Circulation 
Bureau, 28 Dearborn Street, Chi- 
cago. He is of small stature, smooth- 
shaven, weighs about 135 pounds. 
If he calls, notify police and wire us 
at once. Never give any subscription 
orders for the “Boot and Shoe Re- 
corder” unless representative shows 
due authority over signature of the 
ae and Shoe Recorder Publishing 

0. 





N EW 
**KRIEGSSPIEL” 


WASHINGTON—A tent has 
been granted Major Charles T. 
Cahill, Adjt. to the Commanding 
General of the Second Massachu- 
setts Brigade, on a device. that will 
prove an important means for ad- 
vancing the military education of 
officers and men. Major Cahill is 
also advertising manager of the 
United Shoe Machinery Co. 

The device utilizes a stereopticon 
to project the map on to a triple 
sliding ground sheet so that opposing 
sides may study war moves without 
going to the necessity of inserti 
pins to illustrate manoeuvres. 
complete record of the war ' may 
be made on the chart with remark- 
able speed. He has volunteered to 
turn the device over to the United 
States Government for free use in the 
present crisis. 


RMY SHOES 
ORDERED 


Contracts have been awarded by 
the United States Government for 
400,000 pairs of shoes to be made up 
as quickly oo pate Bids were 
opened at Philadelphia and Rosen- 
wasser Brothers of New York are to 
make 200,000 pairs; Joseph Herman 
& Co., 150,000 pairs; Brown Shoe 








Co., 50,000 pairs. 


NEWS OF - 
THE COAST 


Retail Trade Surveyed 


SAN FRANCISCO, Cal.—The 
recent rains have had a tendency to 
slacken up the demand for shoes 
which has been heavier than usual 
for the Winter months. While the 
selling may be a little dull right now, 
all of the be’ dealers look for a big 
Spring season and have ordered 
stock to care for a heavy Spring and 
Summer demand. Shipments from 
the factories are rather slow, al- 
though no shortage of stock is 
anticipated. Several representatives 
from the different establishments 
are now in the Eastern market doing 
all in their power to get goods on the 
coast as rapidly as possible. New 
is are arriving every day and by 
the time the bi ster season starts 
the local establishments will be well 


HOE 
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h | supplied. 


‘ Drops Men’s Line 

March first Block & Levy in 
Geary Street, closed out their line 
of men’s shoes and will specialize in 
the future on ladies’ shoes only. 


Colored Shoes in Demand 

G. O. Allen of The Bootery, ex- 
clusively ladies’ store, states that 
colored Ls and pumps are selling 
large. e stripped pump, for 
wear with spats, is also a seller 
and promises to become more 
= ular as the season advances. 

ites are a little slow because of 
the wet weather, although there is 
every indication that the white 
season will be large. 


Men’s Fancy Shoes Good 

W. R. Werner, owner of the Walk- 
Over Shoe Shop, says that there has 
been a larger demand for men’s 
fancy shoes this season than he has 
ever experienced in the shoe business. 
Buck tops with patent leather 
vamps, in a wide range of colors, 
tans with different colored tops, etc. 
are the most popular. Mr. Werner 
states that while men will not buy 
the novelty shoe they show a prefer- 
ence for the fancy shoe over the plain 
black or tan of former years. The 
growing favor of this style of foot- 
gear for men will have a stimulating 
effect on the men’s shoe business, in 
Mr. Werner’s opinion. He sees a 
heavier demand for men’s shoes in 
the future than the trade has ever 
experienced. Men, who have pre- 
viously owned only one or two pairs 
of shoes will require several pairs 
when the realm of fancy shoes is 
entered, and the sales are bound to 
increase. 


Novel Spring Window 


The Walk-Over Shoe Shop’s Spri 
window is one of the most beautifu 
and artistic ever shown by a shoe 
establishment in San Francisco. The 
idea was worked out by H. A. Baker 
and contains many original features. 
The background is tinted beaver 
board in a peacock design finished at 
the top with a green silk drape. The 
floor is green. In the women’s 
window Ivory furniture is used with 
Spring fruit blossoms and the com- 
bination of the various fancy colored 
shoes gives an excellent effect. The 
men’s window has reed furniture 
with glass tops on which are dis- 
played the Spring line of men’s shoes, 
each shoe being placed on a leaf of 
fern which sets it off and adds greatly 
to the effectiveness of the display. 
In both windows small pieces of 
plate glass, just large enough for a 

ir of shoes, are —— by 

rass chains level with the eye and 








os forward a little. This method 
of showing off a shoe feature has 
not been used in San Francisco before 
and is both novel and effective. 
Spat Pumps for Spring 

Mr. Hildebrant, manager of the 
Royal Shoe Store, 786 Market 
Street, says that spat poses are 
oing well for Spring. atent 
eather and dull kid are both ular 
for this style of footgear which is 
worn with colored spats. Mr. Hilde- 
brant remarks on the increase is the 
demand for the fancy shoe by men. 


IGHTS AND 
SELLS SHOES 


LYNN, Mass.—Lawrence W. 
Noble writes from “In the field, 
France” under date of Feb. 7, to 
E. W. Burt & Co., Lynn, 

“I'm just 7 get back to 
the West 35th St., New York, store, 
as manager of it. 

“I neither have been killed nor 
have forgotten you. I enclose two 
special orders, for heavy boots, 
hunting style, and I’ll send $40 or 
$50 to you for shoes, as soon as I 
draw my pay. 

“A sober of the men are in need 
of shoes and I shall be very glad if 
pe will send me some your 

klets by return mail. I can make 
good use of them, and I will.” 


RES. KENT 
HONORED 


BROCKTON, Mass.—Hon John 
S. Kent, treasurer of M. A. Pack: 
Company of this city, and President 
of the National Boot and Shoe Manu- 
facturers’ Association, has been ap- 
pe on the Industrial Survey 

ommittee, which is one of the 
numerous organizations connected 
with the Massachusetts plans for 
defense. Mr. Kent’s appointment 
is a practical recognition of the 
peti in trade leadership which he 

as long enjoyed. He is now in the 
South on a short vacation trip and 
ill return early in April. 


AYO TO 
PHILADELPHIA 


BOSTON—Frank A. Mayo, who 
for the past 18 years have been 
buyer for the Rubber Department 
of Clark, Hutchinson Co., will leave 
that organization, April Ist. He 
is to be vice-president and treasurer 
of H. B. Hanford & Co., Philadelphia, 
wholesalers and also big dealers 
in rubber footwear. t. Mayo 
comes from a long line of rubber 
experts. 
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Achievements Through Res 
A TIME FOR PATRIOTISM 
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ERSONALITIES IN 
THE NEWS 


C. F. Craigie Visiting Trade 


BOSTON—Chester F. Craigie of 
the Rice & Hutchins’ Boston office 
is making a tour embracing New 
York, Philadelphia, Baltimore, At- 
lanta and many intervening towns 
in the interest of Educator Shoes. 


A. F. Bedford to Retire 


CARLISLE, Pa.—A. F. Bedford 
is going to retire from the shoe 
business and has sold his interest in 
the Bedford Shoe Co. to Frank 
Payne of Harrisburg, L. M. Shepp 
and B. Nimmons, of Millersburg, 
‘a 


Joined the Benedicts 


PITTSBURGH, Pa—Wm. H. 
Hall, peng Walk-Over Shoe store, 
is still in their employ only under a 
different management. He not onl 
joined the benedicts, but robb 
the Walk-Over Store of one of their 
best salesladies, Miss Edna Bauer. 
The sales force presented them with a 
chest of silverware and the manage- 
ment contributed likewise. 


Manages Newcomb-Endicott 
Basement 

DETROIT, Mich.—Morris F. Ed- 
wards has taken charge of the base- 
ment Shoe Department at The 
Newcomb-Endicott Co., 

After wide experience in Indiana, 
six years ago one of Detroit’s largest 
department stores made him as- 
sistant buyer, a position he held 
until the 3rd of March, 1917, when 
Newcomb-Endicott Co. gave him 
entire charge of their large Basement 
Shoe Department. Newcomb-Endi- 
cott Co. is one of the oldest and 
largest of Detroit’s department stores. 


C. Hann Wins Litigation 

BIRMINGHAM, Ala.—It was 
two years ago that an adjoining wall 
fell in upon the Hann Shoe House 
here. The-wall had been left stand- 
ing, from a previous fire. 

uit was brought against the 
owner of the building in the United 
States Court, and verdict given in 
favor of Hann; that verdict has 
just been affirmed by the higher 
court. 
Wintering on the Coast 

SAN FRANCISCO—F. F. Field, 

resident of the Burt & Packard 

hoe Co. motored up from Los 
Angeles where he is spending several 
months. After spending a few days 
in San Francisco, Mr. Field returned 
to the South where he will remain 
a month before leaving for his home 
in the East. 


K. H. Wichert in California 


SAN FRANCISCO—K. H. Wich- 
ert, president of Wichert & Gardiner, 
Brooklyn, ,N._Y.,is on a few weeks 





trip to the coast. Mr. Wichert 
ited Los Angeles before coming to 

San Francisco and is now in the 

Northwest. He expects to return to 

San Francisco before he leaves for the 
ast. 


White and Wolfelt Visit East 

SAN FRANCISCO—F. E. White, 
secretary-treasurer of C. H. Wolfelt 
Company, owner of the Bootery, is 
is the East. Mr. White’s home is in 
Los Angeles where the C. H. Wolfelt 
Company have an exclusively ladies’ 


shoe .. 

C. H. Wolfelt, president of the C. 
H. Wolfelt Company, owners of shoe 
establishments in San_ Francisco 
and Los Angeles, is also in the East 
on a buying trip. 


E. C. Hyde a Corporation Officer 


LYNN, Mass.—Of interest to 
friends of E. C. Hyde, formerly in 
the jobbing business at Columbus, 
Ohio, later connected with W. H. 
McElwain Co. and now with the 
Watson Shoe Co., manufacturers 
in Lynn, is his election as a director 
and secretary of the company, fol- 
lowing ‘his successful record of the 
past year. 


Junior Partner Heads Concern 
EASTON, Pa.—Lewis Coleman, 
the junior partner in the retail shoe 
firm of Coleman Bros., has become 
successor to Coleman Bros. Mr. 
B. Coleman will continue his North- 
ampton, Pa. store as before. 


Shot Wild Cat 
SALEM, Mass.—A. P. Thomp- 
son, of Helburn, Thompson Leather 
Co., shot a wild cat while snow shoe- 
ing on Mount Washington last week. 


Going to China 
BOSTON—E. H. Hartman, of 


Hartman Bros. hide and skin mer- 
a is going to China early in 


pril. 
A Model Farm 
BOSTON—John F. Moore, of 
B. N. Moore & Son, Boston leather 
merchants, has bought a 20-acre 
farm in Danvers, ass., and will 
make it a model farm. 


ADDS TURN LINE 


MARBLEHEAD, Mass.—Her- 
bert Humphrey & Son, known for 
their children’s shoes, has added to 
its production a line of fine turn 
boots and pa for women. The 
first line of samples has been taken 
out by the southern salesmen. 

The new shoes are made under 
the direction of John Donahue, who 
was for some time with Charles 
E.. Wilson, Lynn, a leading designer 
and producer of high-grade shoes 
for women. 





HOE ROBBERIES 
ON INCREASE 


Threw Brick Through Window 


KANSAS CITY, Mo. — Shoe 
stores and clothing goods establish- 
ments carrying a line of shoes have 
become favored victims of the rob- 
bers in this city. _ Almost daily 
some store or company is robbed of 
six to two hundred pairs of shoes, 
perhaps the high prices are the cause 
of the discrimination of the thieves 
in regard to shoe stores. One of 
most -recent robberies was that of 
the display window of the J. E. 
Biles Shoe Co. at Ninth Street and 
Grand Avenue. A man threw a 
brick through the display window 
and made vay | with a half dozen 
pairs of shoes, he was later arrested 
in attempting to dispose of the 
goods. . 


CHICAGO, March 5.—‘“Simple, 
Watson, very simple,” said Sherlock 
Holmes lately as he surveyed a 
shattered plate glass window in the 
A. H. Simon shoe store at 241 East 
Thirty-first Street. ‘The robber had 
a wooden-legged friend with him. 
You see, he stole a pair of shoes for 
himself and one shoe for his friend.” 
That’s what happened. After smash- 
ing the window the thief stole exactly 
one and one-half pairs of shoes. 


ST. LOUIS—Burglars last week 
nearly put one shoe dealer out of 
business in St. Louis. for when Sam 
Mankopsky opened his place of 
business he found that during the 
night more than eight hundred 
pairs of men’s, women’s and chil- 
dren’s shoes had been taken from 
him. The total value of the stock 
stolen, as shown by an inventory of 
the store, was in excess of $2,500. 
A rear door was broken open, a 
wagon backed up and the stock 
loaded in and carted away without 
hindrance, according to the evidence 
found. No clue to the thieves has 
been uncovered. 


EAR THE 
NEW STUFF 


Says Albert S. Katz 


WACO, Texas—I wonder how 
many of us shoe travelers will be 
“shod” with “fiber” soles and cloth 
tops the coming season. We are 
oe to be the harbingers of 
style. 

Let us be seen at the hotels and 
on the streets with shoes made partly 
of substitutes for leather. The city 
“chap” will copy us—so will the 
country “cut-up.’ 





HOE STORES 
CHANGE OWNERS 


LEXINGTON, Ky.—The Walk- 
Over Boot Shop, one of the hand- 
somest shoe shops in the ity has 
been sold by Chff Reed to. Charles 
Cohen, the latter having taken 
over the active. management on 
March 1. Mr. Cohen has been in 
the shoe business for a qnarter of a 
century, and knows the © buying 
public of Lexington. ase 


LEBANON, Ind.—Charles E. Das 
vis, shoe merchant, has sold his 
store to J. M. French & Son, who 
take charge March 15.- The sale 
in reality consisted of a trade 
whereby Davis took over- a 250 
acre farm near Crawfordsville, Ind.; 
which he proposes to operate himself. 


OUTHERN 
PROBLEMS 
SELLING SHOES 


LOUISVILLE, Ky.—A_promi- 
nent shoe man recently stated that it 
was becoming a harder matter to 
obtain brainy clerks of a kind that 
can handle merchandise successfull 
under existing conditions. A re 
salesman today has to use a greater 
amount of judgment, and has to size 

is customers more accurately in 

ulling out and showing merchan- 
See. Many customers are fright- 
ened off, lose their nerve and 
not ask for a $6 or $8 boot, after the 
clerk has made the mistake of pull- 
ing out a $10 or $15 pair of shoes as 
a starter. The customer, unless a 
regular one, feels very much ¢§ 
though he is in the wrong church, 
the wrong pew or the wrong neigh- 
borhood. y carefully sizing the 
customer, or getting an idea of how 
much the customer wants to in- 
vest, the proper class of merchandise 
may be shown. The clerk, however. 
merely takes the foot measure an¢ 
starts out with the highest shoe in 
the house. Many women are timid, 
and are very backward about owning 
up to a —— looking or acting 
salesman, that they do not belong 
to the same class as the noveau rich. 


BURDETT MARRIES 


LYNN, Mass.—E. U. Burdett, 
New England representative of they 
Burdett Shoe Company, manufac 
turers of the Safe Tread line of chil 
dren’s shoes, recently married Mis 
Marion D. Munsey of Swampscot' 
Mr. Burdett is back in his territo 
again after an extended honeymoo 
and is receiving the felicitations of 
many friends. 
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Two Big Sellers for Easter 





At Same Price BS fe As Shown 


Same boot with Poh : $3.35 
Low Heel Ke 3 White Nubuck Polish 


All tastes satisfied me * Ivory Sole and Heel 


Order by ’ . Qy . \e Order by 


Stock No. X2541 .N Stock No. X2542 


See Our Catalogue---Page 42 


If you haven’t yet obtained one, send for it today. 
It’s yours by return mail. 


White Nubuck Shortage 
does not affect us. 


We have plenty on hand and can 
Ship Immediately 


PARKER-HOLMES & CO. 


600 ATLANTIC AVENUE 
BOSTON, MASS. 
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THE SHOE OF THE DAY 
FOR THE MAN OF THE HOUR 
BARRY SHOES ARE “UP-TO-THE- 
MINUTE” TOO 


You will find that the Barry Line immediately arouses the admiration of your 
entire sales force. This is one reason why you can sell BARRY SHOES quickly and 
at a good profit. 

Then at the season’s end there are no “‘left-overs’”’ on BARRY SHOES that 
must be considered as undesirable and sold at a loss or profit. Just the opposite is 
true. You can turn your stock many times in a season when BARRY SHOES are 


carried as your leader. 


BARRY MEN ARE NOW ON THE ROAD 


With the BARRY LINE for Fall, and they have with them a proposition that will surely prove 
interesting to you. All the staple styles and conservative models, as well as the latest novelties, are 
as usual included in the BARRY LINE. FOUR NEW LASTS, each with its own distinctive fea- 
tures, are further evidence that Barry Styles are always in keeping with the latest style tendencies. 

Watch and wait for BARRY’S RAMROD—an extreme English toe that is bound to prove 


popular. 


STOCK FOLDER IS READY IT’S YOURS FOR THE ASKING 


T. D. BARRY COMPANY 


BROCKTON, MASS. 
NEW YORK, 819 FLATIRON BLDG.. -  - 183 ESSEX ST. BOSTON 
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| M. KANGERGA R.KANGERGA. 


ESTABLISHED 1895 
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Harsh & Edmonds Shoe Co., Qh 


Miwaukee, Wis. 
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Gentlemen :- 

We have sold hundreds of Elk Shoes, yours 
and other Mfg. but we never saw anything to equal 
Hardy Hide Leather in Lion Brand shoes for weare 

From now on we want nothing but Hardy Hide 
in our work shoes. 


Yours truly, 


| ee 
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Fall and Winter 1917-18 Sample Lines 
Are Now On Display 


“LA SALLE” — “STATLER” — “*TOURIST” — “BAL- 
ANCE”’—**DELCO”—*“*EXTREME”’ 


These are the new carefully selected lasts, each of a 
distinctive type, thoroughly tried and proven fitter. 


SMART NEW PATTERNS AND APPROPRIATE 
SELECTIONS OF NOVELTIES 


are added features, and, along with the old-time 
honest value construction and the high-grade work- 
manship, our plant is equipped to produce, we believe, 
take it all in all, we have a proposition worthy of 
your earnest and careful consideration. 


. 


*Thompson’’ Stock Department Lines 
For Spring and Summer, 1917 © 


Full details can be furnished by our men or obtained 
from our Stock Department catalog now ready for 
mailing, and a copy of which will be sent you upon 
request. 


HOMPSON BROS. IN 


MEN’S FINE SHOEMAKERS e 


———_ BROCK TON ———— 
NEW YORK BOSTON CHICAGO 
401A Filatiren Building 207 Essex St. 35 Seuth Dearborn St., Reem 406 


Address all Communications to Brockton (Campello) Mass. 
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DISTRIBUTING HOUSE 
35 S. 2ND STREET 


AMERICA’S PRETTIEST | 


LINE OF 


MARY JANE SANDALS 


is to be found in 


3 W® LENOX SHOES 


FOR MISSES AND CHILDREN 


These shoes are perhaps 
the most attractive line 
we have ever put before 
our customers. 


THEY EXCEL IN. 
FIT, WEAR AND QUALITY 
AND THEY ARE IN STOCK 


NOW 


MARY JANE SANDALS, McKAY 
SEWED, IN PATENT AND GUN 


METAL. 
5 to 8, $1.20; 814 to 11, $1.40; 1114 to 
2, $1.60 


INSTEP STRAP, McKAY SEWED, IN 
PATENT AND GUN METAL. 
5 to 8, $1.20; 814 to 11, $1.40; 111% to 
2, $1.60 


MARY JANE SANDALS, TURN, IN 
PATENT AND GUN METAL. 
1 to 4, $1.00 4 to 8, $1.20 


INSTEP STRAP SANDALS, TURN, 
IN PATENT AND GUN METAL. 
1 to 4, $1.00 4 to 8, $1.20 


WEIMER, WRIGHT & WATKIN CO. 
PHILADELPHIA © 210 ef MLUN STREET 
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Our Terms: 
We do not 
Fo. %. pol Send Samples 


Katzman-Adler Shoe Co. 


211 ESSEX STREET BOSTON, MASS. 
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3310—Women’s 81% inch Boot. Ivory Kid Vamp with 
Schmidt's Chiffon Dae Top to match. Turned Sole. nae 
Louis Heel. AA toC 
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NOVELTY 


for your 


AF TER EASTER 
TRADE 


Other Styles of Novelty Shoes 
In-Stock 


LET US KNOW YOUR WANTS 
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“Talking It Over’ 


Now that fibre-soled shoes are a staple instead 
of a specialty, they are no longer merely a ‘‘one- 
season” proposition. The sole must be good 
enough to carry over into the second season and 
give satisfaction. You take no chances with 





BULL-DOG faz SOLES 
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“BULL-DOG” signifies in the Fibre Sole what 


the term “OAK TANNAGE” does in leather. 
It’s the sole for the high-grade shoe. The ‘““BULL-DOG” 
trade-mark means perfect ease, long wear and absolute shoe 
satisfaction. Made in Black, White and Tan. Ask also 
about “FEATHERWEIGHT,” our popular-priced Sole 


BOSTON WOVEN HOSE & RUBBER CO. 


CAMBRIDGE, MASS. 





10 


BOSTON 
183 Essex St., R. 405 
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FOR MEN 


HERE’S AN UP-TO-DATE 
CITY TYPE OF SHOE 


It’s a cherry calf bal, imitation 
wing tip, on the popular Mar- 
bridge last. Carries a low, broad 
heel, single sole. 


The four new lasts in the fall line, as 
well as the other samples, are now in 
the hands of the traveling salesmen 
who are out on. the road—the same 
reliable men with the same reliable 
styles. 

Mr. F. H. Foss will cover Pennsylvania and 
West Virginia; H. K.Dunn,lIowa and Illinois; G. 
S. Dyer, New York State, New York City and 
northern New Jersey; H. M. Hamilton, part 
of Pennsylvania and the South; C. P. Herr- 
mann, from Denver, West; W. K. Hopler, 
South Atlantic States; G. J. Lovely, New 
England; G. W. Manson, Oklahoma, Kansas, 
Missouri and Arkansas; E. B. Slocum, Chi- 
cago, Wisconsin and Michigan; J. A. Warren- 
der, Ohio and Indiana. 





The Dalton Company, Ince. 


Makers of Honest Value Shoes 


NEW YORK 
651 Marbridge Bldg. 





BROCKTON, MASS. 


CHICAGO 
1415 Great Northern Bldg. 
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To the woman of today, the fitness of footwear is an element of considerable comment. No longer 
is the same pair of shoes considered adaptable to any costume. Milady insists, when she goes out, 
that her footwear is in perfect harmony with her finery. 

The LINDNER line is built to conform to these demands, to appeal to the woman who acknowl- 
edges the necessity of effective fit, finish and harmony. The touches of conscientious care in finish 
—the notable harmony in the selection of colors and materials—the tasteful designing of each last 
and pattern—these things will appeal to you. And you can rest assured that every shoe that comes 
to you will, in every detail, be just as good as the sample you see, and so will appeal to her—Mila- 
dy—whose custom you court. 

When you view the LINDNER line you will want your customers to see it, too! And, when they 
have seen it, and have been influenced by its appeal, the line will stick. 


LINDNER SHOE COMPANY 


CARLISLE, PA. 





THE SHOE. COMPLETE 











THESE STYLES SHOWN ARE IN STOCK 
witH O£fcans HEELS ATTACHED 








505 Gun Met. Bal. Strand 
517 Kid Blu. Footroom $4.75 605 Tan Bal. ones 











$4.75 


4.75 














531 Kid Blu. Clyde $4.75 521 Kid Blu. Comet 


—— 


ev’ Vemac ev” Vemaca 











UPHAM BROS. CO., STOUGHTON, MASS. 


WRITE FOR COMPLETE CATALOGUE 























COLISEUM EXHIBITION BUILDING 


FIRST 


INDUSTRIAL EXPOSITION 
EXPORT CONFERENCE 


SPRINGFIELD, MASSACHUSETTS, U. S. A., June 23 to 30, 1917 


America’s great industries and her thousands of manufacturers will be represented by extensive exhibits and 
the presence of executives, sales managers, foreign buyers and salesmen at this great Trade Convention—the 
largest and most complete exposition and conference ever held in the United States. 
WHAT IT IS 
To create business; to expand business; to hold business; to give every man the big ideas he is 
looking for to develop his trade both at home and abroad; to study, by actual exhibits, samples, 
charts and expert information, the methods that have increased trade. 
WHAT IT DOES 
It unites on a gigantic scale the article and the plan; it crystallizes the work of years, the thoughts 
of the biggest, most successful manufacturers, the experience of world experts; it builds for business 
—today, tomorrow and next year. It reveals actual trade possibilities. 
HOW IT DOES IT 
By exhibiting machinery, tools, materials, fabrics, apparel and manufactured products of every 
kind; by holding conferences on manufacturing, salesmanship, credits, packing, shipment and 
many other vital subjects. 


Approved Officially by the U. S. Department of Commerce 


THE FINEST EXPOSITION GROUNDS IN THE EAST 
EXPOSITION BUILDINGS COST $700,000 


Five acres of floor space in grounds of 170 acres, flood-lighted by electricity—Main Line Railroad siding 
right to exhibition buildings; two trunk railroads, three and one-half hours from New York City, two and 
one-half hours from Boston. 


DAILY CONFERENCES AND DISCUSSIONS 


led by the most expert and successful business men in the world. Daily trade banquets. Band concerts 
and other attractions to interest the general public and to enliven the programs. 
EARLY APPLICATION FOR EXHIBIT SPACE is absolutely essential, as space is definitely re- 
stricted in each department and cannot be increased; already much space has been reserved. 
Address all communications for exhibits space, floor plans, maps and full particulars to 
FRANK. _H. PAGE, President National Equipment Co., JOHN C. SIMPSON, General Manager, 
Chairman General Committee. Eastern States Exposition, Springfield, Mass., U.S.A, 


TWO EXHIBITION BUILDINGS 





> 





EXHIBITION BUILDING TENT EXHIBITION SPACE EXHIBITION BUILDING 








CHILDREN’S SHOES IN STOCK 


We Have Many Other Styles. Send For Catalog 





1081—Patent Mary Jane Pump, Mc- 
} Kay, White Drill, Quarter "Lined, 
Flat Silk Bow. 





8601—Patent Twin Strap, McKay, r Miss OLS 0 aa me 
White Drill Lined, Flat Silk Bow.  yeao—Chitd's. 22222222388 ak “Tis 
Little Women’s...... 2% to 6 $1.75 1668—Child’s............. 5 to 8 : .00 
OS EPR SS 11% to 2 1.50 5305—Little Women’s, as 
Child’s ... 8% toll 1.35 ME kore sc oc 2%to 7 1.60 





00S. Metal Mar *, Jane Pum 1344—White Canvas Two Strap, Mc- 
Kay, White Drill Lined, at Kay, White Kid Quarter Lined, 
Silk Bow. Little Women’s...... 24% to 6 $1.50 
Little Women’s....... 24% to 6 " ro 1345—DMisses’............. 1l%to 2 1.35 
Gt 546605 one 14 to 2 1346—Child’s. ............ 8% toll 1.15 












8582—White Canvas 


Mary Jane Pump 
McKay, White Drill 
ior lat Silk Bow 
Little Women’s..............:.- 2% to 7 $1.00 
Misses heen ee. ll 
Child’. Bis . 8% toll -75 






8604—White Canvas 
Arrow Vamp, Mary 
Jane Pump, Turn, 
White Kid Quarter 


Lined. 
II, 90 cass. 060'e semen 2% to 6 $1.40 
Misses’....... eT eee 1l%to 2 1.15 
CRE... 500 Sree: me 





J AMES CLARK COMPANY, 


St. Louis, Mo. 
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Shrewsbury 


Grain 


On the market 

for 134 years 
mere clerk- 

ship. Why 

not 

you? 


Green & Hickey Leather Co. 


TANNERS 
Shrewsbury, Mass. 


Thomas McCammon 
116 South Street, Boston, Selling Agent 


[Ll] sssteeccessecnssecccsssccessesscssssccnsssssesessesssssssesssessenesens 
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Learn Chiropody 


It’s a pleasant, dignified, r ative pr one of the 
few which are not-overcrowded. Not at all hard to learn. 


Especially for Shoe Men 


who already know considerable about feet through 6 
their daily experience in fitting them. Only 

a very short time is needed, under our sys- 

tem and our proficient instructors, to mas- 

ter the whole subject, graduate and get 








Now as ever the "Ds " d The first 
popular leather oe - Pep try 

‘ egree is to find out 
for substantial shoes of Doctor of Surgical Chi- } dan about this 


ropody. Hundreds have opportunity. This 
made this the ladder 
on which they have 
climbed toa pro- 
fession and suc- 
cess from a 


you can do at no 

cost beyond a postal 

card. Simply ask for 

our catalog, which tells 
all about it. 


Earn Money 
While Learning 


Many of our students earn their living, 
while attending this college, by working part 
time in the shoe stores of this city. The cost 
of the Course is small and we aid our students in 
btaini Graduates making up to 


$5,000 PER YEAR 


Why not make the first move toward bettering yourself? 











You can succeed # you will do so. Write today for catalog and 
complete details 


Illinois College of Chiropody 


1321 N. CLARK ST. - CHICAGO 
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In Stock Slyles 


CATALOG NO. 11 
1917 


L.B.EVANS’SON COMPANY 
WAKEFIELD MAss. 








IN-STOCK LINES 
ARE READY 


Catalogue No. 11 120 Lines 
Mailed Immediately Upon Request 


EVANS’ 





LADIES’ TURN PUMP 


No. 202 Patent 4% Louis Leather Heel $2.25 
No. 203 White S. I., 4% Louis Wood Heel 1.75 
Sizes 244-7 A-B-C 


Reproduction of Catalog No. 11 Cover 6 x 9in. 


**100 Years of Good Shoemaking”’ 


L. B. EVANS’ SON COMPANY 


Boston, 110 Summer Street 


Do you realize the vast 
difference between a mere 
front, a store front and a 
REAL SALES-PRODUCING, 


KAW/NEER STORE FRONT? 
Just stop and think. 


If you would like to know, just tear 
off the coupon and we will send you 


our Booklet “Boosting Business.” 

This little book will show you what 
we have done for 56,000 merchants, 
several thousand of them in your line. 
Remember, we have an efficient 
sales “epeciesion which will be glad to 
solve YOUR commercial problem in 


one a SALES-PRODUCING, 
NEER STORE FRONT. 


Kawneer Mfg. Co. 


Niles, Michigan 


PLEASE SEND ME > 
“BOOSTING BUSINESS” 


(WITHOUT OBLIGATION )} 











Wakefield, Mass. 


TTT 








16 BOOT AND SHOE RECORDER March 24, 1917 





Sabee 


FOR MEN 





Shape touch of beauty cleverly incorporated on 
every Packard Shoe, makes them the easy 
sellers that they are. The elements of utility have 
been carefully thought out, and that’s why we use 


on some models THE STAG LAST 
576——Gun Metal Bal. No. 577—Gun Metal Calf 


NEOLIN SOLES and O’SUL- Pe a 
LIVAN’S RUBBER HEELS gies Bie Ch i, No, 80 Moray, Rag 
No. 607—No. 26 Mahog- C.D D. "Airedale seed $4.25 


any Russia Bal. (Red 
Neolin Sole, O'Sullivan No. 571—Mahogany Rus- 





Our experience has proved these — alternates Rubber Heel. SoA ! to 10: all (Red Neolin Sole 

i i i B, 6 to beet , 5 to 10. X ubber 
reliable, desirable and dependable. hen it comes a. s% 5 0B C.D Ritz. $4.00 
to leather soles and heels, you'll find in Packard 

No. $74—No. 26 gitghes. No. 573—Cadet Be, = s. 

shoes a most generous use of each and of the pre- any Russia Bal, 5 5 to 10, B, C, D. 
ferred grades. For a seasonable seller we recom- to 10, B, C, D. Hitz $5.00 M9425 
mend the Stag last featured here. (Black Neolin Sole, O'sul- 


livan Rubber Heel.) 5 to 
10, B, C, D. Ritz. ? 94.00 


M. A. PACKARD CO. 


BROCKTON, MASS. 


BOSTON NEW YORK 
60 South St. 127 Duane St. 
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You make no 
mistake 


in selecting the Kelly 
Button Fastener 


It will do your work speedily, thoroughly and 
continually—a steady little profit maker that 
will cause you to wonder how you ever got 
along without it. 


Note the many EXCLUSIVE features! 

An adjustable button shute—running buttons of all sizes 
and styles. 

(Milos, pearls and fancies.) 

No tubes—to be mislaid. 

A double hopper—with two styles of buttons ready for use. 
A parew regulator—adjustable to make buttons loose or 
tight. 

A safety guard—preventing the scratching of shoes. 

A pointer—showing just where the button will be placed. 





——"— Write Us 
aa KELLY BUTTON MACHINE CO. 
freo—tnse 2% tom dave mot cosh NORFOLK Board of Trade Bldg. VIRGINIA 


thirty days, f o. b. Dayton, Ohio. 
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Schmidts 
Canarv 
Yellow 








Schmidt's 


Canary Yellow 


Meets a Fashionable Demand. 


Other artistic effects obtainable 
in Baby Pink and Baby Blue. 


Carl E. Schmidt & Co., Inc. 


Tanners of 


The Schmidt Calf Leathers 
DETROIT, MICH. BOSTON, MASS. 


Representatives 
H. B. ALTENDERFER A. J. & J. R. COOK 
Philadelphia San Franciscu 
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A Big Purchase Turned to Your Profit 


S. ROSENBERG, 209 Essex St., Boston, Mass. 


Tappeneanepans 


These Splendid Work Shoes 
Made to Job at $2.85 -- We 


Offer at 
S¢y.10 


Net 30 
Days 


WE bought them from a manufacturer 


who had them left on his hands | 


when the jobber for whom they were made 
went out of business — 2000 dozen — and 
they cost more than $2.85 to build today. 
It’s a typical instance of how we save our 
customers 15 to 30 per cent. 





Just ‘as pictured above, but 
without hooks—two full soles, 
Bellows tongue, heavy chrome 
tan vamp and chrome grain 
split whole quarter...... $2.10 





CASE LOTS 


Full Run of Sizes 


We Must Refuse All 
Orders for Less Than _: 
Case Lots : 


ONLY 





Tennis Shoes Interestingly Priced 


Heavy Duck---Live Rubber Soles and 
Heels. Colors: Black and White --- 24 pairs 
to the case. 


Men’s__ sizes 6-10; 6-11; 6-9............ 40c 
Boys’ at | ODE Tes 38e 
Youths’ a | eS Cee Putte Se 36c 
Wemsens * Bees S7.... 38e 
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Quality 
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Service 





Women’s Welt Boot, White Delhi 
Calf, Touraine | Last, Whole 
ight, Imitation Wing 
amp and Lace Stay, 
ular Leather Sole, Close Edge 
Wood Covered Half Lo 
; A, 3 to 7; B, 2% 

Hidal. Ab, 6 00,7) A800 7; é 

$5.50 
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Bie Sellers In “Big’’ Stores 


A “big” representative dealer who has 
sold a great many of these shoes says in a letter re- 
ceived this week: ‘‘We want to compliment you upon 


these shoes. They are the best fitting lasts and the 
prettiest shoes we have seen anywhere at any price. 


These styles are in stock and you can 
have them on the next train going your way. This 


is service which is the mainstay of many a success- 
ful store during the busy season. Y our busy season 


is now on; why not try out this service. 








B 347 G 


B 394 J 
The New Hazel Brown Kid, Whole Women’s White Reignskin Welt 
Fox, 8-inch Lace Boot, Ritz Last, Boot, 8-inch Height, ull Quarter 
Plain Toe, Fudge Edge Welt, 2-inch aaa iy Waughan’s = very Pe 
i P an elting, Close 
nasthes Saute See. = SA. S Se Ts inch Wood Covered Half Louis Heel, 
A, 3 to 7; B, 24 to7; C, 244 to 7; D, Touraine Last. AA, 4 to 7; A, 3 to 
2% to7. 7; B, C and D, 2% to 7. 
66.08 $4.25 


UTZ & DUNN CO., Rochester, N. Y. 





LOS ANGELES OFFICE 
319 Story Building, Los Angeles, Cal. 
G. C. McATEE, Representative 














NEW YORK OFFICE DENVER OFFICE 


200 Sth Ave., 5th Ave. Building 218 Charles Building, Denver, Cole. 
Room 405 TIGER & VOORVAART, Representatives 














S. A. McOMBER, Representative 

















‘Sam 


MIDIIITI LILLIA 
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Bimini 





See eeute 
TEUSCESWUBETTEEE 
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RESULTS! 


It isn’t what we claim for the FASTEN- 
ATOR Button Machine. It’s what the 
machine does---the resttlts that it gives 
that count! 


We tell you the FASTENATOR will attach 
buttons in a way that is absolutely right. 


It will—that’s what it was manufactured 
to do! 


THE 





BUTTON MACHINE 


_ is essentially 
a machine of results. From the moment you 
install it these results begin—Results in econ- 
omy of time used—in customer-satisfaction 


rendered, and that feeling of personal pleasure 


that comes with the knowledge that you have 
bought wisely. 


The FASTENATOR costs but little— It is always ready—always puts on 
$65.00 for the plain machine—$125.00 the buttons! 

It has the fewest parts, thus, it rarely 
gets out of order. 

It is absolutely simple in operation. It is used by the very finest shoe 
It gives the greatest service—will wear stores—Cammeyer—Walkover, etc. 
for years. This fact is significant. 


with electrically-driven hopper. 


Automatic Manufacturing Co. 
78-82 Reade Street, New York City 


It is absolutely the ‘‘machine of results.” Write for our catalogue and get the complete 
FASTENATOR Story. 
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WHITE CANVAS 
BUTTON 
200—No —y ee «ca ouwene 
202—Spring Heel. . -.3to8 1.20 
GENUINE BUCK— ee 









2642—No Heel... ......... to 6 $1.85 

2644—Spring Heel. . 3 to 8 2.25 

2645—Lace, Spring Heel. ..3 to 8 2.25 
NUBUCK—BUTTON 

642—No Heel... ......... 1 to6 $1.40 

644—Spring Heel... ...... 3to8 1.75 






The Hit of the Year and in Constant 
Demand. Order a run of sizes today 





























TAN VICI 










490—No Heel............ 1 to6 $1.35 
416—Spring Heel. . 3 to 8 1.60 
P Extension we 
2420—Spring Heel. . -3 to 8 $1.85 
TAN RUSSIA kyr 

S60—No Heel... ......... $1.45 
562—S pring Heel. . ean 3 to 8 1.75 

2514— R. Sole, 3-4 
Perrrrrr rs 3 to 8 2.15 







Tan Shees ro s Attract Business. Try 
ozen pairs 








Shoe Merchants 


Have never found it necessary heretofore 
to buy .Children’s shoes by mail. Sales- 
men usually called at the beginning of each 
season, took the order, and the retail mer- 
chant was quite sure to get the shoes he 
ordered. 

But today conditions are different, and 
now more than ever does it pay the wide- 
awake dealer to take advantage of our 


Large In-Stock Dept. 


Here are some of the reasons why you 
should buy Dr. Posner’s Shoes: 

1. Brooklyn workmanship and New York 
Style. 

2. A capable and efficient organization 
with large resources at its command where- 
by we are enabled to take advantage of 
every good buy; thus assuring reasonable 
prices. 

3. Thirty years. in business and most 
orders are shipped the same day received. 


Sample some of the herewith shown num- 
bers at once. You will find them good 
values and we are sure you will be pleased. 


DR. A. POSNER SHOES, Ine. 




















ALL BLACK VICI 


Close Edge 
152—No Heel.......:.... 1 to 6 $1.00 
618—Spring Heel... ......3 to 8 1.30 
Extension Sole 
500—No Heel... ......... to 6 $1.10 
2624—Spring Heel......... 3 to 8 1.55 
2626—Spring Heel......... 8% toll 1.85 


Also Carried in Lace 
These cee are Good All Year Num- 


rs—Oder Now 








140-142 WEST BROADWAY 
NEW YORK CITY 


Factory: 141 Roebling Street, Brooklyn 


Pumps 


PATENT LEATHER 





56—No Heel... ........... 1 to6 $1.10 
58—Spring Heel........... 3 to 8 1.35 
60—Spring Heel...........8% toll 1.70 
62—Drop Heel............ 14%to2 2.15 
Same Prices in Gun Metal and Tan Vici 
WHITE CANVAS . 
100—No Heel............. 1 to 6 $0.90 
102—Spring Heel.......... 3to8 1.15 
104—Spring Heel.......... 8% toll 1.50 
106—Drop Heel........... 11% to2 1.85 














Patent Upper Shoes 


bd gt ha TOP aT a eal 


272—No Heel... .......:. $1.35 
S70 Goring Heel. . > 8 1.60 
276—Spring Heel... ...... 8% to 1l 260 
Dull and Cloth Top 
156—No Heel... ......... 1to6 $1.10 
158—Spring Heel......... 3 to 8 1.35 
Extension Sule, Spring Heel 

658—Circular Foxed. ..... 3to8 $1.55 
614—3-4 Foxed........... 3 to 8 1.65 
2416—3-4 Foxed, Tip...... 3to8 1.75 
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A Year's 
Subscription 

















’ DrScholls 7 
Foot Comfort 


‘June 18 to 23 


20,000 dealers 
wiil have Scholl 
window displays 


,HOW ABOUT 
YOU? 








Men 


Merely send the 
coupon below, and 
this interesting, in- 
structive newsy magazine will 
be sent to you monthly. It is 

ublished by The Foot 
Specialist Publishing Co., 
under the auspices of the 
Educational Department of 
The Scholl Mfg. Co. 


Full of Good Things 
For Dealers and Fitters 


B Heretofore this magazine has been 
mailed to only a select list of espe- 
cially interested dealers. Now, how- 
ever, as a result of our 


Big Advertising Campaign 


the interest in. Foot Comfort Service, 
through the Dr. Scholl’s Appliances, has 

become so general in the trade that we 
have determined to open this offer 
= to all shoe dealers and shoe 


There is a 
DE Scholl — ~~ 
7 Cc O Foot Comfort 
Appliance or Remedy For Every Foot Trouble is the one big new field in the 7 
shoe business. Study this The Scholl Mfg. Co. 
and that Scholl dealers usually are foot experts, competent to fit both shoes and Scholl by reading the numerous 213 W. Schiller St., g 


Chicago, Ill. 
Gentlemen: Kindly enter my name 


Appliances so as to give the utmost satisfaction. helpful articles in this 
THE SCHOLL MFG. CO coupon now. 9g en Riedy crm mon 
3 to receive oot Speci ny 
be e coupon now for one year without charge. 
Largest Makers of Foot Appliances in the World Pi ine Tae See a ee Pee ee ee ee 


213 W. SCHILLER ST., CHICAGO P24 Salis anhesacsigecopisiceeneteses 


BRANCHES: NEW YORK—TORONTO—LONDON 


“Watch Your Feet’’ 


This message is being carried to millions 
of readers through our full-page adver- 
tisements in the Saturday Taine Post, the Cosmopolitan and 
other magazines. The principal national publications are 
pounding home the lesson that 
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GRAY AND CREAM KID EASTER BOOTS 
— IN-STOCK, READY TO SHIP — 













R4947—Cream Kid Whole 
Quarter Lace, Turn, 17-8 
Full Louis Wood Heel with 
Aluminum Plate. AA, A, 
| t - ee $7.50 
Welt, 16-8 Leather Louis R4946—Silver Gray Kid 
Heel (Enameled to match *  =\/ Lace, as above. AA, A, B, 
Vamp). AA, A, B,C $5.00 bs i rrr = © $7.50 











R4880—Pearl Gray Kid sae: 
Lace, Pearl Gray Cloth ee 
Top, Close Edge Goodyear ; " 








JAMES CLARK COMPANY 


ST. LOUIS - - MO. 


We are showing this season, a most distinctive, original and attractive 
| line of Opera Boots. Dainty turns made in all silver and all gold 

cloth, brocaded tinsel cloth and artistic combinations, also colored kid 
J and satin vamps with beautiful embossed and embroidered toppings. 


i Fashion notes indicate that these styles with touches of color and 
decoration will be much in evidence for afternoon and eVening wear. 


Turn Boots for street wear have also been given careful attention, and 
the line contains many smart, dressy designs—real class—sure to give 
any Woman, who loves beautiful shoes, the desire to possess them. 


We also show many charming creations in low slipper effects, beaded 
and plain—sure to please. 


MEN’S SLIPPERS 


We also offer our usual complete and superb line of Men’s Slippers at 
\ prices consistent with market conditions. 


HAZEN B. GOODRICH & CO. | 


HAVERHILL is MASS. | 
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VAUGHAN’S IVORY SOLE LEATHER 


This soling is very light weighing and is the most comfortable leather made for street, dress, and 
sport shoes. Men’s, women’s and children’s footwear in which it is used is selling at sight in every 
one of the hundreds of shoe stores where it is shown. Write for samples. 


George C. Vaughan, Peabody, Mass. 











WHAT ONE PROMINENT BUYER OF 
SHOES SAYS ABOUT THE 


COUNTER FLEXITY 
MACHINE 


Boston, Feb. 6, 1917. 


Mr. W. A. Sargent, 
Care Counter Flexity Machine Co., 
53 Blake St., Lynn, Mass. 
Dear Sir: 

Replying to your letter would say that 
there is no doubt in my mind but your ma- 
chine is a very valuable necessity for any 
shoe store big enough to warrant the small 
expense of putting it in. 

reaking down counters and making heels 
split is a very common fault and your machine 
obviates it. No arguments would seem to be 
necessary to place the machine on the market. 


Very truly yours, 
H. B. SCATES 
Manager Shoe Division, Wm. Filene’s Sons 
Company. 

The Counter Flexity Machine softens and 
opens the counter, allowing the shoe to slip on 
easily. Any degree of flexibility can be secured 
without the counter breaking away. 

This machine is practical in every way. 


Price, $25.00 
Terms, 10%, 10 days; 5%, 30 days 


COUNTER FLEXITY MACHINEY CO. - LYNN, MASS. 
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; 
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Be Style No. 3021B—Women’s 
Gi White Poplin Polish, 9-inch 
@® High Cut Boot, 3-4 Foxed, 
52) Turn Sole, Covered Low Heel, 
Pe Plain Toe, Widths C and D. 
ey Price $2.00 
$s Style No. 3033B—Women’s 
qa White Sea Island, Polish, 8- 
a inch High Cut Boot, Imita- 
ex tion Turn, Low Heel, English 
@ Last, Sewed Tip, 3-4 Foxed. 
& Widths C and D, Price $1.75 
a Style No. 3007B 
a Women’s White 
&S Canvas Polish, 8 
E® inch High Cut 
3 Boot, Imitation 
& Turn, Low Heel, , 
ray English Last, 
ex Plain Toe, Whole 
g Quarter. Widths, 
a and D. 

& Price $1.50. 
& 

Ee 

} 

a 

A 

a. 

Se 

} 

¢ ) 

@a 





WAYS 














SIZES 
B, 3%-6%; 3-7; 
3-7. 
C, 24%-5%; 3-6; 
3-7; 344-7; 3-8. 
D, 24-6; 24-7; 
3-7. 































SERVICE STANDARD 


“THE House that Undersells”’ offers 
remarkable Service. From our im- 
mense on-the-floor stock, we can im- 
mediately ship your order—large or 
small. 

Clever ‘‘On Time”’ styles—every nov- 
elty in footwear—are right on hand 
awaiting your call. 

Orders received before 3 o'clock 
shipped the same day. 

Over 1000 New Accounts Placed 
on Our Books Last Year 


Positively 36 Pair cases only 


Style No. 3631B—Levor’s White 
Glazed Cabaretta, High Cut Pol- 
ish Boot, 3-4 Foxed, Turn Sole, 
alf Louis Covered Kid Heel, 
Aluminum Plate, Imitation Per- 
forated Tip. Widths B, C and D. 
Price $4.00 
Style No. 3114B—Women’s 
White Glazed Cabaretta High 
Cut Polish Boot, 3-4 Foxed, Mc- 
Kay Sewed, White Painted Sole 
and Heel, Half Louis Leather 
Heel, Imitation Perforated Tip. 
Widths C and D...Price $3.00 
Style No. 3115B—Same shoes as 
style 3114B in plain toe. 


Style No. 3112B—Wo- 
men’s Genuine Black 
Vici, White Top, High 
Cut Polish, McKay 
Sewed, 3-4 Foxed, Half 
Louis Leather Heel, 
New York Last, Plain 
Toe. Widths, C and D. 

Price $2.60 
Style No. 3109B— 
Same shoe as 3112B. 
in low heel, perforated 
— tip, English 
ast. 


SAMUEL 


“The House | Ty 


72-82 Lincoln | S} 
JOBS ANDINc 



































BUYING STANDARD 


WE. purchase carefully—always watch 
the opportunity to buy right—to 
eliminate competition. 

{ Our customers get the benefit of these 
buys—anticipating the market to cre- 
ate values. 

Below are displayed a few of the many 
In-Stock values—Note the ‘On Time’”’ 
style, design and quality—particularly 
the prices. 


























Increasing Sales in 1916 Over a 
Half-Million Dollars 






















= oe a @ 
| Style No. 3010B—Women’s Style No.  3170D— 
. White Eve. Cloth Polish, 9 Women’s White Sea 
@: 4 inch High Cut Boot, 3-4 Foxed Style No. 3107B— Island Polish, 9 inch 
e Turn Sole, Half Louis Cov- ' Pe Women’s Patent White gigh 5 Cut Boot, Turn 
” i ered Heel, Widths B, C and oP Top, High Cut Polish, Half Louis Cov- 
Obi — SRC Reo Price $2.25 McKay Sewed, 3-4 ered Heel. Widths B, 
2 ya Style No. 3011B—Women’s i nef —_ C and D. Price $2.25 
: White Poplin Polish, 9 inch ather Pl: mi Style No. 3171D— 
a High Cut Boot, 3-4 Foxed, York Last, Plain Toe. Women’s White Eve. 
Turn Sole, Half Louis Cov- Widths, C’ << D. Cloth Polish, 9 inch 
ered Heel. Widths C and D. Price $2.75 High Cut Boot, Turn 
Price $2.00 Style No. 3108B— Sole, Half Louis 
Same shoe as 3107B in ered Heel. Widths B 


Hw ge ges: 2%-6, 24-7, low heel. 


-7, 3-8. 36 pair cases only. 





Sizes 214-6, 2}4—1, 3-6, 








COHEN i 


Immediate 
Shipment 


s€ — That Undersells ’’ TERMS 
Ng OLS 


n | St. Boston, Mass. Boston 
D| NOVELTIES 
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Much In Demand 


A 9-inch Boot, with Gray 
Kid Vamp, and Gray 
Cloth Quarter-Covered 
Wood Heel. 


Also, with White Kid Vamp and 
White Cloth Quarter. 


Also, with Canary Kid Vamp 
and Ivory Cloth Quarter. 


Four Weeks Delivery 


McKays 


Exclusively 


Allen - Foster - Bridgeo 'Co. 


LYNN, MASS. 
BOSTON SALESROOM, 207 ESSEX STREET 


W. G. BRIDGEO and HARRY A. GOLLER, Sales Department 














Buyers’ Easy Reference Directory 





**BEADED TIPS” 


JICOOL A, ji 
ia: 


BEAOCEC 





There’s only one Beaded Tip Shoe Lace and 
that one has this Trade Mark on the label 


TRADE 


BEADED 


MARK 
UNITED LACE and BRAID MFG. CO. 


Originators and Sole Menufacturers 
PROVIDENCE, [Auburn] R. I. 


The Strong & Garfield Shoe 


12 staple sellers of these fine shoes 
for men, are carried in stock. You 
ought to have the booklet which 
tells about them. Shall we send copy? 


George StrongCompany 
East Weymouth, Mass. 
BOSTON OFFICE, 183 ESSEX STREET 














McKays and Welts 
For the Up-to-Date Woman 


Values that stand alone at their prices 


McKay and Welt Shoes. For 
Women at Popular Prices 


COTTER SHOE CO. Lynn, Mass. 











The Dr. A. Reed 


Famous Cushion Shoe 
For Women 


The best grade of comfort 
shoe on the market to-day. 
There is a class of women 
who insist on comfort at 
any price but it takes a 
good shoe to satisfy them. 
Only a few agencies available 
Goodyear Welt 


2 John Ebberts Shoe Co. 
Lace Boot, No. 33 Last, Widths 


A to EE, Sizes, 2 1-2 to 9 ee N: ¥. 







B180 
Fine Glazed Kid, 








CORDO-TAN 


A dye that changes a faded tan or light colored calf 
shoe to a rich deep cordovan brown. 


Cordo-Tan gives a permanent color and is absolutely 
uniform. It will make money for you. Send for 50c. 
trial i with 10 cents added for parcel 


post— NO 
¥4-Pints 75c Pints $1.50 Quarts $3.00 144-Gallon $5.00 
Gallon $7.50 


New York Shoe Dyeing Co. 
149 Duane Street, New York N. Y. 
Phila. Representative, B. Landsherg, 44 N. 4th St., Phila., Pa. 








WATERPROOF OIL GRAIN WOOD SOLE 


Are you selling wood sole shoes to men who work in wet places? The 
price of wood sole shoes has not increased like leather soled shoes. 












Riemer Waterproof Wood Soled Boots 
and Shoes are just the thing for ‘‘wet 
workers.” Strictly first-class, yet lighter 
than if made of all leather. 

Our Wood is specially treated, does not 
get soggy—always dry. 

Buckle Shoes........ $1.85 


High Boots.......... - = 
Steel Rails (mew).... 


A. H. RIEMER 
SHOE CO. 


Patented Milwaukee, Wis. 











BLOG SHOE FINDING CO. 


147 DUANE ST., NEW YORK 
SUCCESSORS TO 


INTERNATIONAL 
SHOE SUPPLIES CO. 


(FORMERLY 
THE HOUSE OF KRIEG) 


148 Duane St. 
NEW YORK, N. Y. 











Kiely 
The White Buck King 


and his men 


are out with their Line of 


Children’s Shoes 


Whites a Specialty 
McKays and Welts 


T. J. KIELY & CO. 
LYNN, MASS. 





THIS IS KIELY 





oeeceee 
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seen eerenen eee - - CO an en: IRM ttn te ca 
Grad ha Cb 


fe 


Six Big Sellers 


Ready For Shipment March Twenty-four 
Terms—Thirty Days Net 


DO NOT HESITATE gs $8 $3 ORDER TODAY 














Style 
Noi32 
$650 

















oval throat, imitation turn, two-inch covered inch Clermont lace, new oval throat, imitation inch Regent lace, new oval throat, imitation 


| Louis heel with plate. AAtoD. Sizes 3to7)}:. turn, two-inch leather Louis heel. AAto D. turn, two-inch leather Louis grey finished 
Sizes 3 to 73. heel. AAto D. Sizes 3 to 7!7. 

| 
| 


‘ | Light Grey Kid, 8%-inch Regent lace, new Glazed Kid vamp, Silver Grey Kid top, 8%- Grey Kid vamp, White Royal Kid top, 8%- 








f 
/ 


Stole 


Sie Ey 
No. 133 7 


No.131 | 
$362 










 @eegeeee® 







Hazel Brown Kid, 8!4-inch Regent lace, new 


oval throat, Rich Fawn Cloth top, imitation Hazel Brown Kid, 8-inch Fille lace, new oval Glazed Kid, 8-inch Fille lace, new oval throat, 
turn, two-inch leather Louis heel. A to D. throat, Rich Fawn Cloth top, English Welt, White Devon top, English Welt, 14-inch heel. 
Sizes 3 to 74. 1%-inch heel. Ato D. Sizes 2% to 7. AtoD. Sizes 2% to7. 


EACH SHOE A PRONOUNCED SUCCESS 
' The Holters. Company 


CINCINNATI 
Operating The Miller Shoe Co. and The Holters Shoe Co. 























Buyers’ Easy Reference Directory 











Women’s Comfort Shoes 











OUR PRODUCT 


BALS AND JULIETS 
TURNS AND McKAYS 


os Hiswer HSov 


LYNN, MASS. U0 3A 


MTT 


cd 











Increase Your Sales 


Use D. & S. Background Papers and 9 
Watch Your Business Grow 
INSERT SCREENS, PED- 3 
ESTALS, FLOWER BOXES, BORDERS 
ROPING, FLOWERS, Etc. : 
SEND FOR SAMPLES DEPT. B 

DOTY & SCRIMGEOUR SALES CO., 
74 Duane Street New York City 

cclnosglecglecglesnctglecglegiecgsecgiecgie® 


CHANGEABLE 


Perspiration Kills 


The Best Shoe on Earth is not proof against the destruction of 
linings, stitches and innersoles caused by excessive foot perspiration. 

MACK’S FOOT LIFE is a positive remedy that eliminates per- 
spiration and keeps the feet in a normal healthy condition, and 
means 


Comfort and Economy to the consumer, 
Profit and Prestige to the dealer. 


ALSO 


Safeguards the reputation of the shoe maker. 
* If your jobber is not “‘on the job,” 


WRITE 


MACK’S MEDICAL COMPANY 


333 Tremont Street, Boston, Mass. 





un Lhe Best Shoe On Earthouw, 








HOMPSON SHOE CO. 


ST. PAUL, MINN. 
MANUFACTURERS OF 


WORK SHOES 


We carry a complete stock on the floor. Let 


us send you samples. 


We also make a complete line of Men’s, Wo- 
men’s and Boys’ Hockey and Skating Shoes. 


We have some open territory for good salesmen 








TORCRRRGRORORRRRROREREOES 





Strootman Cushion Arch Molds 


Put elastic cheer in your foot-troubled 
customer’s step. 

They instantly relieve weak, sore and tired 
—s feet because they are light, comfort- 
able, foot-conforming and shoe-fitting. 


UNDER TROUBLED FEET 
are a long-felt want to prevent falling of 


the arch and protect active feet against 
common foot troubles. 

Strootman Cushions are _ scientifically 
built of a high-grade piano felt to give 
plain, every-day satisfaction and make 
new friends for you. 

Write for literature today. 


John Strootman, Buffalo,N. Y. 





Strootman 
Cushion 
Arch Mold 











White Boots 
Are Stylish 
4554- 


White Near-Buck Lace, 
White Ivory Sole, Welt, and 
Top Lift. Covered Heel with 





Aluminum Plate. 84-inch 
Height. 
>» 24%to7TAtoD $4.75 
Se) IN STOCK 






No. 4554 
122-124 Duane St. 


NEW YORK, N. Y. 








a 





HENRY LILLY CO. 


AUCTIONEERS 
88-90 READE ST., N. Y. 


ee SALES 
0 
SHOES and RUBBERS 


Every Wednesday and Friday 








aneananaugane 





PowelleCampbell. 
SHOE CO. x= 


‘GOL SKE SO 


OVERGAITERS 


White as the drivenTsnow 
Shapely as Venus De Milo 


IN STOCK 
Gaels Was ROO. 6.2685 bien dade og eke eked $12.00 
Also 
Stock No. 1021—Pearl Gray................- 12.00 
Stock No. 1022—-Champagne................ 12.00 
Stock No. 1033-—Taupe............2seees0. 12.00 
Stock No. 1 BION 5610 c'so os ss ce «--. 12.00 
| Send for Sample Dozens. In Stock 

















BOOT AND SHOE RECORDER March 24, 1917 


The ideal substitute for sole 
leather—firm but flexible, water- 
proof and resilient. 


The president of a national shoe organization said recently, ‘If wearers of 
shoes are willing to use footwear made wholly or in part of other materials 
than leather, it will mean a saving of millions of dollars annually,.”’ 


Almost as though he were speaking of Durable Kompo Soles, isn’t it; but 


Durable Kompo Soles are not only cheaper than leather, they are incompar- 
ably better. 


Durable Kompo Soles have solved the ‘*‘high cost of sole-leather’’ problem. 
Not only do they keep down shoe costs, they add neatness and durability to 
the shoe. In fact they help to sell the shoes because the public recognizes the 
value of Durable Kompo Soles, and their ‘‘better than leather”’ qualities. 





Let us send you samples of our Durable 
Kompo Soles and Slipknot Rubber Heels—two 
cost reducers and quality builders. 


Plymouth Rubber Company 


CANTON, MASS. 











Buyers Easy Reference Directory 





: IN | STOCK | 
{SATIN SLIPPERS 


FOR EVENING WEAR 
Pattern 1056 : M Made of good serviceable satin, in operas, 
CHANDLER’S BB bpetrepyer es 

PUMP BOWS FOR SPRING ff mpg 


Our Own Original Designs 


MAY BE PURCHASED IN EITHER ’ ORIENTAL SHOE & 


Gross Grain; Satins, Moires or Black and White Creations . 
Send an Order for Assortment Adapted to YOUR Special Trade SLIPPER co. 


WRITE FOR STYLE FOLDER 116 Duane St. 


C. A. BROWNING co. 2 ON eet sew york, N.Y. 










TERMS 
38% 10 days; 
H Padi pe 
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COLUMBIA 


FIBER COUNTERS 


EXCEL IN QUALITY — PERFECT FIT 
WATERPROOFING AND DURABILITY 
We assure you satisfaction es 


‘COLUMBIA COUNTER -CO- 


349 CONGRESS ST. BOSTON, MASS. 


© (ELLERS-EVERS:CO-IN 
IN STOCK 


WOMEN’S 
NOVELTY BOOTS 


Write for descriptive catalogue and 
price list of in stock shoes. 


Oho O08 READE ST-NEVW YOR @ 


ESTABLISHED 1884 


‘ete In } MACHINE CO., INC. 
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189 Charles St. 
: PROVIDENCE, R. 1. 
Wood Heels citation 
FOUNDERS 
Our experience and time at your service 5 0g = MACHINISTS 


BEST WORKMANSHIP ie Ecooees 
PROMPT DELIVERIES fougtines. oa.» Iron 


General 


A. R. WADE & CO. | | SeGE: 


HAVERHILL, MASS. | Cotton “Bat "Heade, 














SHOE STORE 
FURNITURE a 
IMPROVED VENTILATING CORSET 


) On every piece. = Match Your Fixtures On every piece | ANKLE SUPPORTS ) 
SELL NOW 


Fitting Stool NATHAN ANKLE SUPPORTS 
The cheapest on the y WILL pe ce pre ANKLES 
market--will outwear ’ or 
4 of any $2.00 kind 7 Cries SKATI a 


STRONG and - A stock is also car- 
STEADY ried at our Western 


iil $3.85 ; me ate 


Chicage, Ill. = 
Order by Name from your Jobber or Direct 


THE C. F. STREIT MFG. COMPANY Nathan Anklet Support Co. =:s-ron:=0 
Write for Catalog 1047 Kenner St., CINCINNATI, O. 81-90 Reade St., New York City ii aterm 
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Distinctive shoes 
for men who care 


In stock at these 
Wholesale Houses 


The Rice & Hutchins Chicago Co. 
The Rice & Hutchins New York Co. 
The Rice & Hutchins St. Louis Shoe Co. 
The Atlas Shoe Co., Boston, Mass. 
The Rice & Hutchins Baltimore Co. 
The Rice & Hutchins Cincinnati Co. 
The Rice & Hutchins Cleveland Co. 
Joseph I. Meany & Co., Inc., Phila. 
The Rice & Hutchins Atlanta Co. 


Rice & Hutchins, Inc. 
20 High St., Boston, U.S.A. 




















